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When YOU Are Ready—Let Us Know 


For a number of years we’ve been extolling the merit of National Garage and Builder's 
Hardware and proclaiming to hardware dealers the advantages afforded thru buying direct 
from the maker at factory prices. 


During this time hundreds of dealers have responded to our advertising. They have found 
the association with National a most pleasant and congenial one. They have learned the true 
meaning of dealer co-operation. They have experienced the manner in which we assidu- 
ously dig up new prospects—and they have seen how, with a little effort on their part, this 
co-operation materially increases sales. 





What about yourself? Have you an auto accessory department—do you sell garage hard- 
ware? 





Then why not investigate National? Remember the best place to look for a good thing 
sound and solid merchandising proposition—is where another has found it. 


a 
We'll simply add when YOU are ready—let us know. 


A postal will bring full information 
about the NATIONAL Line and NA- 
LIONAL DEALER POLICY. 
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Sterling, Illinois 


















ardware 








Volume 108 . 


New York, August 25, 1921 


No. 8 





—_—_ 

















Scoring a ‘Touchdown with the Athletes 


The Football Season Is Here and Every 


Live Hard- 


ware Store Has a Full Stock of Equipment for the 
Players—Getting Ready for the Fall and Winter Sports 


OT sn Eleven Starts Sept. 
Sa 

“Williams Will Learn 
Harvard Football Tactics.” 

“Nebraska Eleven Starts 
15.” 

“Army-Navy Game at 
Grounds Nov. 26.” 

Thus run the headlines on the 
sporting pages. It is still summer 
but the gridirons are being prepared. 
The ’varsity and scrubs will soon be 
scrimmaging on the four-yard line. 
The 4-11-21-44 of the quarterback 
will soon crackle on the autumn 
wind, the center will pass the ball, 
the half back will go plunging 
through guard and tackle for gain 
or loss, and the hearts of thousands 
will thrill and exalt to the deep- 
throated roar of the college yell. 

But the colleges and universities 
will not be the only institutions that 
Will attract attention. The high 


Sept. 


Polo 


schools and the athletic clubs, the 
amateurs and the professionals, in- 
cluding the back lot gangs, will each 
have football teams, skilled in the 
strategy of the forward pass and the 





end run, and keen for the zest of 
combat with rival elevens. But yet 
again, not the colleges and the uni- 
versities, nor the high schools and 
the athletic clubs, nor the amateurs 
and the professionals, including the 
back lot gangs, nor all of them to- 
gether, will absorb the entire atten- 
tion of the public during the football 
season. 

In every State the windows of 
numerous hardware stores will dis- 
play football equipment. The sport- 
ing goods salesmen of many hard- 
ware stores will be listened to with 
cordial respect, and, in some places, 
sought out by the managers of local 
elevens who will be in search of foot- 
balls and shoes, or headguards and 
uniforms, or some other incidental 
piece of necessary padding. The 
reason needs no explanation. Be- 
fore there can be any football games 
of merit and interest twenty-two 
men or more must be supplied with 
equipment. 

The Varied Sports of Fall 

The fall season in reality offers a 

particularly wide field for the hard- 


51 


ware dealer who handles sporting 
goods. The lassitude of summer is 
over, the sparkle and the zest of aut- 
umn is felt in the nostrils and seen 
within the eyes of men everywhere. 
The interest and excitement of foot- 
ball is preparation for a winter of 
sporting activities that include both 
indoor and outdoor sports. In sum- 
mer there is only the interest in out- 
door sports that can be relied upon. 
But in winter besides such outdoor 
sports as lacross, socker, hunting, 
skating, sledding, skiing and sundry 
others, there are indoor sports such 
as boxing, basket ball, hockey, track 
meets, indoor tennis, handball and 
gymnasium activities, to mention 
but a few of the best known and the 
most popular of the winter’s athletic 
attractions. 

As a matter of fact sporting goods 
constitute a line that can be turned 
over almost continuously twelve 
months of the year by any well 
stocked and enterprising hardware 
dealer. The American public is es- 
sentially interested in sport, and 
this interest is growing annually. 
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Athletic authorities have stated that 
there is an observable tendency 
toward greater individual participa- 
tion in sports of all kinds, in both 
the professional and the amateur 
ranks. Moreover, it is the belief of 
many, that if this tendency con- 
tinues for the next few generations, 
at the present rate, America will be- 
come a nation of athletes on a more 
extensive and elaborate scale than 
even the war-like states of ancient 
Greece. 

With this tendency in mind, the 
prospective market for sporting 
goods is one that is continuously 
growing. It is also a market that is 
without doubt exceedingly  profit- 
able, especially for hardware mer- 
chants in small cities and rural com- 
munities. 

What has already been accom- 
plished by hardware dealers who 
have added a sporting goods depart- 
ment to their other lines, has not 
only been a gratifying indication of 
the important position that the 
hardware store occupies, but what is 
equally as important, the general 
business of practically every store 
that has stocked and sold sporting 
gocds has been increased to a re- 
markable extent. Perhaps one of 
the reasons for this has been that a 
sporting goods department draws 
the younger and more progressive 
element of a community into the 
hardware store. As time goes on 
and the younger people marry and 
have families of their own, the im- 
pression that has been created on 
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their minds as a result of buying 
things that they wanted and had 
pleasure with, from the sporting 
goods department of their local hard- 
ware store, invariably induces them 
to continue patronizing the same 
store, when they require articles for 
household or business purposes. 


Leading up to Other Lines 


We know of a man who resides in 
one of the smaller cities of New 
England who, before the years crept 
upon him, was an ardent sportsman. 
His interest in sport was not con- 
fined to any one special branch, but 
included a score of games and past- 
times in competitive athletics. He 
had been an all-around athlete at col- 
lege, and during his collegiate career 
scored many points for his institu- 
tion on field and track. He was a 
line breaking tackle on the football 
team, a slugging right fielder on the 
baseball nine, a long armed center 
on the basketball five, and an active 
and formidable competitor in every 
branch of sport he attempted. Af- 
ter leaving college he became in- 
tensely interested in hunting and 


bought most of his supplies and 
equipment at the leading hardware 
store in the town where he resided. 
He had made early connections with 
a large manufacturing concern, and 
gradually began to exercise enough 


influence in the councils of its man- 
agement so that a branch factory 
was eventually built in his own 
home city. The hardware dealer 
who had sold him his sporting goods 
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was given a large share of the con- 
tract business, both during the cop- 
struction of the plant and after it 
began operations, not because it was 
in any more advantageous position 
to make a better price than competi- 
tive firms, nor because it had any 
better goods, but simply and pri- 
marily because the young man to 
whom it had sold sporting goods 
had received a favorable impression 
which he still retained when he be- 
came a man of affairs. He sug- 
gested that his firm purchase at that 
particular store because he was fa- 
miliar with it and liked it. 

Treman, King & Co., Ithaca, N, 
Y., has built up a tremendous busi- 
ness both for sporting goods and 
hardware because it has made itself 
the sporting headquarters for the 
college students of Cornell Univer- 
sity. 

The publicity work of this firm 
alone is an invaluable asset to con- 
structive business. It is aimed pri- 
marily at keeping the name of the 
firm before both the college students 
and the public, rather that at selling 
any one particular line of goods. 
Programs for contests and meets 
are published and given to the col- 
lege students at the games with the 
compliments of Treman, King & Co. 
Students go to the sporting goods 
department of this company for 
news and information as well as 
equipment. 


Winter Sports Equipment 
The approach of the football sea- 














Notice the crowd in 


the grandstand at 


this game. Every one of them is a sporting goods customer 
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Most all of the fall and winter 


son heralds the approach of winter 
sports. It is none too early for 
hardware dealers to begin planning 
window and interior displays suit- 
able for their communities. Fall ad- 
vertising campaigns should be 
planned now. Callahan & Douglas, 
Binghamton, N. Y., for instance, 
have built up a big business for 
sporting goods by specializing in 
correct information for the sports- 
man and advertising it. They be- 
lieve in going outside for business 
and not waiting for it to come. 
Furthermore by taking advantage 
of seasons and events surprising 
things can be accomplished by any 
hardware dealer, especially in con- 
nection with his sporting goods de- 
partment. Any local sporting event 
is an opportunity for you to use 
publicity methods to attract atten- 
tion to your store. Pictures and 
merchandise arranged in a window 
display in conjunction with a sport- 
ing event that is to be held in your 
town, is psychologically bound to 
draw attention. For instance, if the 


local team is to play at home Satur- 
day afternoon, the photos of the in- 
stars of 


dividual both teams dis- 


sports are included in this window of the National Hardware Stores, Ine. 


together 
with football goods and two or three 
newspaper clippings, a few days be- 
fore the event, will attract more than 


played in your window, 


ordinary interest to your store. 
If your other window is filled 
with seasonable lines of hardware 


many will pause long enough to in- 
spect it because of the interest that 
your sporting goods window will 
have created. Many will look and 
some will buy, but all will talk of 
your window. As an advertising 
proposition you can’t afford to neg- 
lect it. 

The value of sporting goods to the 
hardware dealer as an_ opening 
wedge to public interest can scarce- 
ly be overestimated. The increasing 
number of hardware dealers all over 
the country who are employing it 
for this purpose proves that it is 
both feasible and effective. And 
anything that attracts legitimate in- 
terest to your store, that causes peo- 
ple to remember you in a favorable 
way when they want goods, that 
wins you friends, is sound and prof- 
itable business. 

A number of hardware 
enjoyed remarkable 


dealers 
prestige 


have 








invaluable advertising 
by organizing local baseball teams 
and presenting the winning team 
each year with a silver loving cup, 
engraved with the team’s name, the 
necessary dates and inscriptions, and 
the name of the firm that presented 
it. The same thing could be done for 
football teams. With the proper 
initiative the hardware dealer should 
have little difficulty winning the 
sanction of the principals and facul- 
ties of a majority of the high schools 
within a radius of fifty miles from 
his store. 

Another phase of merchandising 
athletic goods that has seldom been 
given as much attention in the past 
as it will undoubtedly receive in the 
future is that of concentrating on 
soy Scout organizations, girls clubs 
and other institutions where there 
are possibilities for developing 
athletic material. By focusing sales 
attention in organizations of those 
kind you can do a great deal toward 
helping to build them up by stimu- 
lating public interest through your 
window displays and advertising. 
Remember the sport-loving public 
are always good customers for you. 


and gained 












Overcoming Handicaps by Auctions 





















| The Maxwell Implement Co., Valparaiso, Ind., Get 
People Up the Side Street in a Novel Manner— 





All Employees Are Stock Holders in This Store 


7 HAT will make folks come 
/X/ to your store? What is it 
they are interested in right 

now? 


Those are two questions that G. 
L. Maxwell, general manager of the 


Maxwell Implement Co. of Val- 
paraiso, Ind., asks himself on the 
average of twice a week. He always 
finds an answer to both. The result 


is, there is always some innovation 
in the plans of the Maxwell Imple- 
ment Co., and the people of the com- 
munity have learned to look forward 
to something new each week. 


Not long ago, a branch store was 
and 
new 
auc- 
Customers 


opened in a small town near by, 
in order to attract people to the 
place of business, a big blanket 


ion sale was advertised. 





By JOHN Y. BEATY 


were invited to come in and put their 
own prices on the high quality line 


of bed blankets and horse blankets 
to be offered. 
This sale drew a fairly large 


crowd, every member of which was 
interested in buying one or more 
blankets. The prices were entirely 
satisfactory and most of the people 
went into the store and made other 
purchases. Almost all of them have 
come back since. The result is that 
this little innovation has started bus- 
iness off with a bang in this new lo- 
cation. 

“Prices are always satisfactory at 
these auction sales,” says Mr. Max- 
well. He has held several of them; 
in fact, it is part of a standard plan 
for each season. A different article, 
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of course, is sold each time, but the 
effect is always the same. 

There is something about an auc- 
tion sale that appeals to farmers, and 
Mr. Maxwell has found that he can 
not only depend upon a good attend- 
ance at all of his auction sales, but 
he gets prices high enough to in- 
sure a profit on everything sold. 

The photograph reproduced with 
this article, shows a larger crowd at 
the main store on the occasion of a 
stove auction sale. The principal 
purpose of holding this sale was to 
attract the crowd to the side street 
where the Maxwell store is located. 


Overcoming a Handicap 


“T am a little handicapped,” says 
Mr. Maxwell, “in my location. The 
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At night the window is well illuminated by the Maxwell Co. 


other Saturday when the town was 
full of people, I watched those who 
passed the store. While we had a 
good business, the folks that came to 
trade with us came down this side 
street especially to come to our store. 
I believe there were not more than 
25 people that passed the store on 
that particular Saturday.” 

While the town folks are reached 
by advertising in the local papers, 
Mr. Maxwell has found that it takes 
something rather unusual to get 
them to leave their beaten paths. An 


The interior 


of the Maxwell Implement Co., Valparaiso, 


auction sale of brand new stoves, 
held just as the weather is beginning 
to be a little snappy, is an attraction 
that brings them to the store, and 
once there, the good treatment they 
receive insures their returning 
again. 

It so happens that the farmers in 
this particular territory, are not 
reached by the local newspapers to 
any great extent. Out of the whole 
territory, Mr. Maxwell says he be- 
lieves there are not more than two or 
three hundred farmers that take the 


local papers. In order to reach these 
farmers regularly, Mr. Maxwell is- 
sues a paper of his own. He calls it, 
““Maxwell’s Salesman,” and mails it 
to 2200 people in the territory. This 
serves to make announcements of 
new goods, of seasonable goods, or of 
special sales, or events, and it has 
been easy to trace enough sales to 
every issue to much more than pay 
for the issue, which means that the 
little paper is unusually profitable, 
because there are many sales that 
cannot be traced direct to the Bulle- 


Ind., where every employee is a stockholder 
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minutes to make this simple little 
rack, but the results are wonderful. 
Actually more wringers have been 
sold since the installation of this 
little rack, than ever before in the 
same length of time. 

This is illustrative of the many 
simple little home-made devices that 
have been so effective in the Max- 
well store. 

A home-made rack displays win- 
dow screen of various sizes and col- 
ors and prices. One photograph 
shows this rack in use, and you will 
see that it is made of sticks of 1 inch 
lumber simply put together, but 
labelled and so displayed in the store 
that the screen is made very prom- 
inent. 

You know how easy it is to per- 
suade a customer that has come in 
for one particular article, to buy 





A handy rack that keeps stock off the 
floor 


tin that really result from it. 

The little paper is made up of 8 
pages, neatly printed, and illustrated 
with pictures of the various articles 
that are advertised. The prices are 
given in each case. The first two 
pages of the issue are devoted to 
reading matter that is intended to be 
entertaining and useful to the cus- 
tomers. 


Monthly Store Paper Profitable 


Mr. Maxwell formerly issued a 
yearly catalog, but he could not quote 
prices in that because he could not 
be sure what the prices would be 
during the year. So he has found 
this monthly paper very much more 
profitable, and very little more ex- 
pensive. 

After you get customers into your 
store, the next thing is to make them 
buy. Two principles are used for 
making customers buy from the 
Maxwell Implement Co. One is, to 
display all goods attractively, and in 
plain sight; the other is, to maintain 
the proper interest and spirit in all 
employees. 

The pictures reproduced with this 
article will show several of the dis- 
play ideas used in the Maxwell store. 
One of them you will see is a very 
simple device for displaying wring- 
ers of various sizes and brands. This 
display rack consists of nothing but 
two boards that are bolted to one of 
the pillers in the store, and on these 
boards are clamped four wringers. 
The purchaser can see all of the 
makes at. once, and no time is lost in 
waiting for the clerk to get a 


wringer from the basement or from 
It took just a few 


the top shelf. 

















The home-made and practical paint 
rack 


other articles if those articles are 
prominently displayed and _ priced. 
Maxwell takes full advantage of this 
fact, and instead of using so many 
wall shelves, he uses a great many 
shelves and special racks to display 
goods in the center of the floor. 

Another home-made device is 
shown in another photograph, where 
you see tiers of shelves made out of 
pipe and fitting, on which paint is 
stored and displayed. The custom- 
ers can walk entirely around these 
shelves, because they are square and 
are placed near the center of the 
room. These shelves are easily 
moved about too, by being mounted 
on the trucks that are ordinarily 
used for displaying stoves. 

These shelves not only display the 
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goods more prominently, but make 
more effective use of the space. 


The Store Arrangement 


One photograph shows the inside 
of the store, and in it you will see 
that part of the store in which tools 
are displayed in glass cases and on 
wall receptacles. Notice how every 
tool is in plain sight, and how these 
tools are neatly arranged. Also no- 
tice that the drawers in which small 
articles are stored, serve as a good 
display due to the fact that one of 
the articles contained in the drawer 
is attached to the outside. 

Also note the neat arrangement of 
the goods that are on top of the wall 
shelves. This is used for a display 
space, rather than a storage space. 
Farmers, as well as city folks, appre- 
ciate this neat store, and recommend 
their friends to trade at the same 
place. 

Now, the other proposition men- 
tioned is the second plan in building 
up a big business. The people who 
helped build up the business are al- 
ways personally interested, in both 
the appearance of the store and in 
the sales made, because they are all 
stockholders. 

A few years ago Mr. Maxwell in- 
corporated the company, and keeps 
a certain amount of stock in the 
treasury to be sold to new employees. 
This plan works wonders, both in- 
side the store and out. When not on 
duty, the employees are always look- 
ing for the opportunity to talk with 
some prospective customer regarding 
a purchase at the Maxwell store. 
Here an employee is personally con- 
cerned with the treatment custom- 

















Wringers fastened to posts are well 
displayed 
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ers get when they come into the 
store, and each one is always on the 
alert to do what he can towards help- 
ing make a sale. 


Here’s Great Co-operation 


Take an instance to show how this 
plan works: One day a farmer came 
in and inquired about a corn harves- 
ter. He first talked with one of the 
salesmen, but the salesman found 
that he was not making any very 
great impression on the farmer, at 
least not great enough to effect a 
sale that day. So he gave the sign 
of distress to Mr. Maxwell, and Max- 
well took the customer in charge. 
He failed to make a sale also. The 
bookkeeper noticed the situation 
while he was at his work in the office 
in the center of the store, and when 
he saw that a sale was not going to 
be made, he took a hand, and as the 
customer was going out, he stopped 
him to talk with him and soon had 
the man’s order for a corn harvester. 

When so much personal interest is 
displayed by all members of the or- 
ganization the farmer can hardly 
keep from buying anything he might 
need. 

But this stock-selling plan does 
not stop with the employees. It is 
also used to develop boosters among 
customers. Stock is sold to farmers 
in various parts of the county—tfar- 
mers that are selected by Mr. Max- 
well. Stock is not offered on the 
market, nor advertised publicly. 
When a farmer appears to be the 
type of man that will make a good 
booster, he is offered some of the 
stock in the Maxwell Implement Co., 
especially if he is located in a stra- 
tegic part of the county. 

This plan was introduced about 
two years ago, and there are some 
fourteen or fifteen farmers who are 
now stockholders in the company, 
and who have been receiving good 
dividends on their money ever since 
they bought this stock. But the im- 
portant part is: they do a lot of good 
work toward making sales. A spe- 
cific case came up not long ago. A 
certain group of farmers were plan- 
ning on buying a threshing outfit. 
The Maxwell Implement Co., of 
course, wanted to make the sale. It 
happened that one of the farmer 
stockholders was in the ring. Max- 
well tried to get the committee to go 
With him to a neighboring outfit of 
the kind he sells, but was unsuccess- 
ful. Finally, through the help of the 
farmer stockholder, he did get a 
committee of three of the farmers 
to go and look at one of his outfits. 
Before the committee had left the 
demonstration, they had not only all 
decided that this was the outfit they 
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wanted, but they had signed an 
agreement to make the purchase. 
All that was necessary then was to 
visit the other members of the ring, 
and to get them to visit the demon- 
stration and to sign their names to 
the order. 

This amounted to quite a big sale, 
and certainly would not have been 
made if it had not been for the far- 
mer stockholder. 

A little plan that helps keep the 
interest of employees, is the holding 
of an annual watermelon picnic. The 
store is closed once a year and every 
employee is invited to attend the 
picnic. In fact, every stockholder is 
invited too, and a jolly time is al- 
ways the result. 

Shaking Hands with Opportunity 


No opportunity of getting the 
Maxwell Implement Co. before the 
public is overlooked. Whenever 
there is a Fourth of July parade, an 
effective float is always prepared. 
Rather a practical sort of float was 
used in the parade this past season. 
An automobile trailer was fixed up 
with a wide platform, on which was 
mounted an electric washer, a fireless 
cooker, and three or four other home 
conveniences. This outfit was pulled 
by a garden tractor. 

It attracted a great deal of com- 
ment, principally because of the mo- 
tive power, and it accomplished a 
splendid purpose, that of interesting 
the town’s people in the hardware 
department of the store. 

While not so many people pass the 
store as in other sections of the 
town, full advantage is taken of the 
display windows. A new display is 
put in the windows at least once a 
week, and the photographs repro- 
duced with this article show you the 
attractiveness and the neatness of 
some of these displays. 

Inasmuch as the store is not ona 
main street, the windows are used 
more to interest the people after 
they get to the store than they are 
to draw them in. And frequently 
the window displays consist of an at- 
tractive featuring of a new line. Re- 
cently a complete line of aluminum 
ware was purchased, and an un- 
usually attractive display of this new 
line was made in the main window. 

The usual plan is to move the ar- 
ticles out of the window to a glass 
showcase near the front of the store. 
As occasion demands, the goods are 
moved farther back in the store, thus 
maintaining interest in the display 
for at least two or three weeks. 

No Depression Here 

This store has not felt the results 
of the so-called depression. People 
have been buying from the Maxwell 
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Implement Co. just about as regu- 
larly as usual. Maxwell explains it 
this way: “There has been a greater 
tendency toward economical buying, 
but we have counteracted this by all 
working harder. Every employee is 
constantly on the lookout for pros- 
pects, and as soon as we get a pros- 
pect, we work him until we get the 
order, or until we are sure the infor- 
mation regarding his prospective 
purchase is not correct. 

“Where a person is a prospect for 
a future purchase, we enter his name 
and information on a card, that 
comes to our attention at the proper 
time. I am fully convinced that the 
time has gone by when you can wait 
for people to come into your store. 
Every hardware dealer who desires 
to succeed, must go out after busi- 
ness each day. 


CORPORATION 
WAGE CUT 

Another wage reduction ap- 
proximately 20 per cent has been an- 
nounced by the United States Steel 
Corporation, effective August 29. 
This brings the day labor rate down 
to 30 cents an hour. The total wage 
reductions made by the Steel Corpo- 
ration during the past four months 
represents an approximate total of 
45 per cent. 

This latest reduction constitutes 
the second direct cut in wages since 
May 1. Payment of time and a half 
for overtime was eliminated July 16 
which was an indirect reduction of 
wages. The Corporation made its 
first reduction of about 20 per cent 
in May which brought the rate of 
day labor down to 37 cents an hour. 
Other salaries and wages were re- 
duced at the same time in propor- 
tion. 

Judge Elbert H. Gary, chairman 
of the board of directors issued the 
following statement August 19: 

“In view of the prevailing low 
selling prices of steel, as compared 
with costs of production, it is neces- 
sary to make reductions in wage 
rates. Therefore we will recom- 
mend to subsidiary companies that 
the general rates of day labor be de- 
creased to 30 cents per hour to be- 
come effective on Monday, August 
29, and that other wages and sal- 
aries be equitably adjusted.” 

This latest wage reduction by the 
Corporation on top of the previous 
cuts, is said to form the most dras- 
tic slashing of pay in its history. 
Price shading, on all steel products 
is being done in the present market 
by both the Corporation and the In- 
dependents. 
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NATIONAL HARDWARE ASSOCIATION OF 
THE UNITED STATES AND ITS AUXIL- 
IARIES CONVENTION, Atlantic City, N.J., 
Oct. 17-22, 1921. Headquarters, Marl- 
borough-Blenheim. T. James Fernley, 
secretary-treasurer, 505 Arch Street, 
Philadelphia, Pa. 


AUTOMOBILE ACCESSORIES BRANCH OF 
THE NATIONAL HARDWARE ASSOCIATION 
OF THE UNITED STATES AND ITS AUXIL- 
IARIES CONVENTION, Atlantic City, N.J., 
Oct. 19-22, 1921. Headquarters, Marl- 
borough-Blenheim. T. James Fernley, 
secretary-treasurer, 505 Arch Street, 
Philadelphia, Pa. 


AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 17, 18, 19, 1921. Head- 
quarters, Marlborough-Blenheim. F. D. 
Mitchell, secretary-treasurer, 4106 
Woolworth Building, New York City. 


WESTERN RETAIL IMPLEMENT, VE- 
HICLE AND HARDWARE ASSOCIATION 
CONVENTION, Kansas City, Jan. 17, 18, 
19, 1922. Headquarters, Coates House. 
Sessions in Century Theater. H. J. 
Hodge, secretary, Abilene, Kan. 


PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Davenport Hotel, Spokane, Wash., Jan. 
17, 18, 19, 20, 1922. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, 
Wash. 


OREGON RETAIL HARDWARE AND Im- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Imperial Hotel, Portland, Jan. 


24, 25, 26, 27, 1922. E. E. Lucas, 
secretary, Hutton Building, Spokane, 
Wash. 

INDIANA RETAIL HARDWARE ASSOCI- 


aTION, INC., CONVENTION AND EXHIBI- 
TION, Atheneum Hall, Indianapolis, 
Jan. 24, 25, 26, 27, 1922. G. F. Sheely, 
secretary, Argos. 
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R. J. Hargis, traveling salesman, who 
has stood at the head of the list on 
sales for two years with the Kidd 
Bossinger Hardware Co., Little Rock, 
Ark., one of the leading hardware job- 
bing firms of this country, told me yes- 
terday how he did it. 

In the first place, he said, he tried 
to lead and from the beginning he 
knew that he must inform himself and 
keep informed of the very best meth- 
ods or he could not do it. 

The firm he represents believes the 
same way, and they very wisely fur- 
nish each of their salesmen gratis sub- 
scription to each of the leading retail 
hardware journals published in this 
country. Mr. Hargis takes a copy with 


him on each trip, and when he is trav- 
eling and when he is at his hotel he is 
reading # hardware journal and learn- 
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Coming Hardware Conventions 
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KENTUCKY HARDWARE AND _ IMPLE- 
MENT ASSOCIATION CONVENTION, Jeffer- 
son County Armory, Louisville, Jan. 24, 
25, 26, 27, 1922. J. M. Stone, secretary, 
Sturgis. 

West VIRGINIA HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Wheeling, Jan. 31, Feb. 1, 2, 1922. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Lincoln, Feb. 7, 
8, 9, 10, 1922. George H. Dietz, sec- 
retary, 414-417 Little Building, Lincoln. 

IowWA RETAIL HARDWARE ASSOCIATION 
CONVENTION. AND EXHIBITION, Des 
Moines, Feb. 7, 8, 9, 10, 1922. Exhibi- 
tion at the Coliseum. A. R. Sale, secre- 
tary, Mason City. 

MICHIGAN RETAIL HARDWARE. ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 7, 8, 9, 10, 1922. 
Karl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids; A. J. 
Scott, secretary, Marine City. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, City Auditorium, Okla- 
homa City, Feb. 7, 8, 9, 10, 1922. W. B. 
Porch, secretary-treasurer, Oklahoma 
City. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 8, 9, 10, 1922. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 

CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Philadel- 
phia, Feb. 13, 14, 15, 16, 17, 1922. 
Sharon E. Jones, secretary, 1314 Ful- 
ton Building, Pittsburgh. 

CALIFORNIA RETAIL 
IMPLEMENT ASSOCIATION CONVENTION, 


Hamp Williams Tells the Value of Trade Paper Reading 


ing the retail hardware merchant’s 
viewpoints. He is also watching the 
advertisements so that he is continu- 
ously advising his firm of the very 
latest makes of goods in his line, and, 
when something new comes out, he is 
the first to see the advertisement, reads 
all about it and is ready to start sell- 
ing it before the goods get into his 
hands. Mr, Hargis reads hardware 
same as a doctor reads medicine and 
a lawyer reads law and applies what he 
reads. 

Mr. S. Norvell, now of New York, 
once president of the Shapleigh Hard- 
ware Co., St. Louis, and, by the way, 
one of the successful hardware jobbers 
of this country, said to me one time 
long ago that he had made it a 
point during all his life to read when 
on the road, in the hotels, depots and 
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San Francisco, Feb. 14, 15, 16, 1922. Le- 
Roy Smith, secretary, 112 Market 
Street, San Francisco. 


ILLINOIS RETAIL HABDWARE Assoct- 
ATION CONVENTION, Hotel Sherman, 
Chicago, Feb. 14, 15, 16, 1922. Leon 
D. Nish, secretary, Elgin. 

MINNESOTA RETAIL HARDWARE Asso- 
CIATION CONVENTION, St. Paul, Feb. 14, 
15, 16, 17, 1922. H. O. Roberts, secre- 
tary, 1030 Metropolitan Life Building, 
Minneapolis. 

OHIO HARDWARE ASSOCIATION 
VENTION AND EXHIBITION, 
Feb. 14, 15, 16, 17, 1922. Headquar- 
ters, Deshler Hotel. Exhibition, Me- 
morial Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 

MissourRI RETAIL HARDWARE AsSOCI- 
ATION CONVENTION AND EXHIBITION, St. 
Louis, Planters Hotel, Feb. 21, 22, 23, 
1922. F. X. Becherer, secretary, 5106 
North Broadway, St. Louis. 

VIRGINIA RETAIL HARDWARE ASSOCI- 
ATION CONVENTION, Roanoke, Feb. 21, 
22, 23, 1922. Thos. B. Howell, secre- 
tary, Richmond. 


NEw YorkK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Rochester, Feb. 21, 22, 23, 24, 
1922. Exhibition at Exposition Park. 
Headquarters and sessions at Powers 
Hotel. J. B. Foley, secretary, 412-413 
City Bank Building, Syracuse. 

NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Paul Revere Hall, Mechanics’ 
Building, Boston, Mass., Feb. 21, 22, 
23, 1922. George A. Fiel, secretary, 10 
High Street, Boston. 

HARDWARE ASSOCIATION OF THE CAR- 
OLINAS CONVENTION, Winston-Salem, 


Con- 
Columbus, 


N. ©., May 9-26, 24, 1622. T. W. 
Dixon, secretary-treasurer, Charlotte, 
1, ae 
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at home, when not otherwise engaged, 
instead of sitting in the trains looking 
out of the windows or around the 
hotels gossiping and telling yarns. 
He, like Mr. Hargis, has a book, a jour- 
nal or a newspaper, searching for in- 
formation, and yet, with these two and 
many other living examples of success 
by reading, we often hear retail mer- 
chants and salesmen say they have no 
time to read. 

It has been about 15 years since Mr. 
Norvell gave me this as one of the rea- 
sons for his success. I was 45 then, 
very late starting, but I said “better 
late than never,” so took it up and 
have been reading hardware ever since. 
I lost 25 years of the most valuable 
part of my life by not reading. 

HAMP.- WILLIAMS. 

Hot Springs, Ark., July 26, 1921. 































OTE that White Line. The arrow at 
its tip points to the mammoth Ex- 
hibit Hall of the famous Million Dol- 
lar Pier. In that hall from Wednesday, Oct. 
19, to and including Saturday, Oct. 22, will 
be featured the greatest Automobile Accesso- 
ries Exhibit ever staged in the interest of 
the hardware trade. For the first time in its 
history the Automobile Accessories Branch 
of the National Hardware Association of the 
United States will hold its Convention and 
Exhibit during the week that the Hardware 
Manufacturers and Jobbers are in session. 

The advantages to the hardware trade are 
obvious. This is the hardware jobbers’ big 
opportunity to see the new accessories—to 
get posted on conditions and prices. 

The educational advantages of three big 
conventions at the price of one! If you are 
a manufacturer show your line. If a jobber, 
come and bring your accessories manager. 

Buy a ticket for Atlantic City and Follow 
the White Line. 
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Get Your Customers Thinking Electrically 


The Season Is Here for the Sale of Electrical 






Goods of All Kinds—The Electrical Baby Is 


with Us Now—Keeping Up with the Procession 


LECTRICITY came to stay in 

K the home when it made its first 

appearance there, and it is only 

a matter of time when the home will 

be as thoroughly equipped as any 

other place where the great concerns 
of life have their being. 

Housework is inevitable and peren- 
nial; the woman who amounts to 
anything takes it as “her job,” but— 
she no longer meekly accepts it as a 
hereditary burden, nor goes about 
it as a hereditary drudgery. She 
takes it as the greatest and most im- 
portant business in the world, the 
one upon which all others are de- 
pendent. It is up to her to make 
the home from which the children 
she brings into the world shall go 
forth decent, vigorous and aggres- 
sive. It must be confessed that she 
has been a long time waking up to 
these facts, but Progress knocked 
loudly and she is awake now and she 
will never again take even a cat-nap. 
She demands the same equipment for 
her work that any other business 
has, and science has answered with 
a rapidly enlarging list which will 
soon cover every department. The 
development of household equipment 
is the marvel of the age. It has 
brought forth giant industries, put 
whole towns on the map 


and made 











By EpitH HOLLICK OLIVER 


a dreary hopeless routine into a rec- 
ognized branch of science. 

The actuating principal of house- 
hold equipment is different from the 
usual one. There is no experiment 
in comparison to what usually ex- 
ists. Each and every machine or de- 
vice is the result of some definite 
demand—some expression of prac- 
tical mechanical possibility. They 
are simple to operate and definite in 
result. 

Electricity does the work of the 
housekeeper’s hands quicker and bet- 
ter but not very differently. One by 
one it takes her tasks and learns how 
to do them. Sometimes it takes time 
rto perfect the mechanical substitu- 
tion, or it is too costly or too in- 
tricate, perhaps, but just as surely 
as the modern superequipped kitchen 
has arisen from the cave woman’s 
fire of sticks will the electrical equip- 
ment of the entire field of housework 
come in time. 

It is well worth the dealer’s while 
to know what is doing in the world 
of electrical goods for the home, even 
about those items which are at 
present pausing a while in a phase 
of costliness or the need of mechan- 
ical knowledge which takes them out 








of the class of the ordinary and 
average sales. 


The Old Reliable Pioneers 


The pioneers of electrical goods in 
the home, the perennial standbys, 
are the percolator, the grill and the 
toaster. In the most remote and 
primitive places where electricity 
reaches, the electrical meal has come 
to be a matter of course, and these 
rudimentary utensils of at least 
breakfast are to be found every- 
where. The most timid dealer has 
them and supposedly stocks them 
over and over again for they are al- 
ways to be seen. There seems to be 
growing favor for the all-round 
utility table stove with the inclosed 
unit on which it is possible to boil 
water, make tea or coffee and toast 
or cakes. The inclosed unit heats 
very quickly and, of course, does not 
harbor dust. 

Some manufacturers are putting 
out very useful literature which will 
do a great deal toward saving the 
dealer trouble and complaint. It is 
on the matter of wrong use of elec- 
trical household goods; for example 
—pull the plug out of the iron in- 
stead of turning off at the socket, 
and it is not possible to have the iron 
overheat, or burn out the fuse. 
Wherever possible connect table cook- 
ing appliances from different cir- 
cuits. Do not let the electrical con- 
nection on the appliance get wet, 
etc. Facts so simple and obvious to 
those who understand the current 
that they are often not mentioned to 
the novice. 

No one has as yet had courage to 
speak of an electrical baby, but 
wherever there is an addition to the 
family circle there is one of the best 
and most profitable fields for the sale 
of several appliances. 

The “Electric Baby” 

3abies are very susceptible to 
chill. The electrical heating pad has 
come to be a regular part of nursery 
equipment. Even more popular is 
the electric radiator, clean, quick and 
reliable. It takes the chill off the 
room and may safely be left burning 
without danger of catching curtains, 
etc. The electric bottle heater has a 
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host of enthusiastic parents to ery 
its praises and the immersion stick 
is voted handy everywhere in the 
house as well as in the nursery. 
Modern hygiene has decreed that the 
electrical pasteurizer is a deadly foe 
to germs, and it is seemiy and con- 
venient enough to have in the most 
dainty nursery. Electric fans have 
been utilized for drying baby’s gar- 
ments for so long that this is not 
news to any experienced parent. 
These items are pretty sure sellers, 
for equipment is at its highest de- 
velopment in the nursery, and there 
is no season for babies. 

Many of the most artistic and ex- 
pensive apartments are remodeled 
servants’ quarters in what was once 
called the attic, and very often in 
charming retreats there is 
either an electric range or the latest 
idea in “room” cookery, the port- 
able table range. There are people 
everywhere who are enthusiastic 
when they are told about the possi- 
bilities of cooking without heat or 
The round portable electric 
le range has a regular oven and 
saucepans. The range, of 
course, is more ambitious. It is as 
big as a gas range and has the same 
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mess, 
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Notice the many fine electrical devices in this display. 





capacity. Everyone likes waffles and 
they are easy to make on the table 
with an electric iron. 

There is so much to be said about 
washing machines that any one who 
knows them will find it difficult to 
know either where to begin or where 
to stop. The fact that rises supreme 
and all convincing in regard to them 
however is that they wash, cleaner, 
better, more carefully and in about 
one-tenth of the time that it could 
be done by hand. This is, after all, 
what sells the washing machine. It 
is a matter of individual preference 
whether it is according to the oscil- 
lating, the cylinder the Dolly or the 
vacuum cup method. The customer 
buys the machine because it washes 
the clothes. Not the 
method it employs. 


because of 


The House Motor 


Outside in the barn father puts 
“Henry” to work at all 
things that may be operated or ac- 
complished by motor, and indoors 
mother follows his example, though 
instead of the unnecessary bulk she 
has a neat and tidy little motor that 
does everything but talk. The elec- 
tric motor is rapidly earning a per- 


sorts ol 


There is a good profit realized on the sale of every one 


manent place in the busy and stren- 
uous work of the farm, and an 
equally appreciated one indoors, 
where it is more in the nature of a 
luxury. The woman for example 
who has a family of children dreams 
of the relief and the real economy 
of an electric motor attachment. 
There are almost endless uses for a 
motor in housework and all of them 
practical. 

Wherever there are clothes to be 
ironed, whether they 
washed in a machine er by hand, the 
ironing machine and its supplement 
the electric iron are 
The iron is the easier to sell 
it is universally known and 
also it is much less expensive. No 
matter where cr how man or wom 
lives they have i 
iron, from the tailor in his shop to 
the girl in a hall room 


have 
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The ironer must be talked up, but 
it is well worth while doing this f 
the housewife who buys one is 
ways enthusiastic over it One 
the best talking points in s 
ironing machines is the ease w 
which they smooth out big double 
sheets, counterpanes, ete. articles 


that are terribly heavy 
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some to handle and almost impos- 
sible to iron properly on an ordinary 


table. Curtains, too, are well and 
quickly done in the ironing machine. 
There is now on the market a small 
sized machine of which great things 
are predicted. 

The first principle of modern hy- 
giene and sanitation is the elimina- 
tion of dirt. The old way was to 
stir it up and remove as much as 
possible from the surface. The vac- 
uum cleaner actually and literally 
eats it up. Any woman who is 
skeptical on the practical work. of 
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the dealer safeguards himself by 
sending a man or woman to operate 
it, and this should be worth while 
for rented machines get strenuous 
usage. 


Washing Dishes by Electricity 


Washing dishes always has been, 
and always will be, one of the most 
disagreeable tasks in housework. 
There is pleasure in preparing food 
and in eating it, but there is noth- 
ing but plain unrelieved work in 
clearing away and washing up. Es- 
pecially to the woman with dainty 
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made several different styles. For 
the woman whose kitchen is sma!] 
there are models which become a 
comfortable and practical kitchen 
table when not in use. For the 
woman whose sink is far from the 
dining room there are those which 
have easy running rubber tired 
wheels making it possible to put in 
the dishes direct from the table 
wheel to the sink and then to the 
cupboard or pantry. Some are con- 
nected with the drain some empty 
into a pail. With a dish washer the 
dishes may be put into the com- 
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Electrical goods and cutlery always make an exceptional window display. This is from the Vonnegut Hardware Co., 


a vacuum cleaner may be shown its 
almost unbelievable adaptability by 
seeing it coax the dust out of the 
most filmy curtains—from the deep- 
est tufting of upholstered furniture 
—and then clean up the cellar floor 
or clear soot out of the chimney. 
One of the most profitable methods 
of using a vacuum cleaner is to rent 
it by the day or hour. Dealers are 
making good money by doing this. 
Of all household electrical goods the 
vacuum cleaner depends most upon 
quality. There are many good ones 
Sometimes 


to choose from, though. 


Indianapolis, Ind. 


up-to-date cooking apparatus, the 
prospect of having to spoil her hands 
and her temper, get hot water—and 
go through the whole performance 
is particularly distasteful. Every 
woman is a good prospect for an 
electric dish washer, but the woman 
who has washing and ironing ma- 
chines or a vacuum cleaner or any 
other electrical equipment is espe- 
cially so because she realizes that 
electricity is a practical substitute 
for her own strength and energy. 
Science is awake to the opportunity 
for the electric dish washer and has 





modious rack and left there to ac- 
cumulate and be washed once a day 
without danger of breakage or at- 
tracting flies. The dish washer is 
one of the latest members of electri- 
cal household equipment, but it is 
well to remember that its need is 
one of the oldest, and most strenu- 
ous in housework. There are more 
real talking points about the electri- 
cal dish washer than there are in al- 
most any other machine for house- 
work. Every woman, man and child 
hates washing dishes, and this ma- 
chine solves the problem. 



























The Gradual Recovery of Good Business 


Just What the Hardware Man May Expect During the 


Next Six Months of Business as Explained by One 
of the Best Known Economic Experts of the Country 


By L. W. ALWYN-SCHMIDT 


Consulting Economist, New York Economic Bureau 


WRITTEN ESPECIALLY FOR HARDWARE AGE. 


ARDWARE dealers all over the 
H country are anxiously looking 

for the signs of an early re- 
covery. It is said that those of the 
hardware dealers who are doing a 
mere household trade have held their 
own even under the trying circum- 
stances of the last months. But 
those who have a professional trade 
have felt the stress of the times very 
severely. It is an old-established 
fact that the dealers in professional 
hardware, meaning such as builders’ 
hardware, locksmiths’ supplies, 
plumbers’ hardware and others are 
generally making larger turnovers 
than the domestic-supply stores. 

But being dependent upon the ac- 
tivity in the trades they serve, they 
naturally also are one with those 
trades if adversity should overtake 
them. No amount of worrying will 
set their own business going, they 
will have to wait until prosperity has 
returned to the trades in question. 

When will this recovery set im? 
Bankers and trade experts have 
scheduled it for the coming autumn. 
But the prediction should be taken 
with a certain reservation. It must 
not be understood that prosperity 
will return one morning like a flash. 
It is coming, has, in fact, arrived in 
afew branches already, but it will 
overtake the market slowly. It will 
be noticed in one department, there 
will follow a recovery in another un- 
til finally the machinery of selling 
has reacquired its former speed. 

So the resumption of so-called 
normal business activities will be a 
long-drawn-out affair. Step by step 
as the wheels of business begin to 
turn again each industrial branch 
will take up its work and we can ex- 
pect this to occur practically only at 
such times, where the natural con- 
stellation of the market is generally 
favorable to the demand for any 
given product. This period is the 
so-called “season” for the article in 
question. 

Any hardware dealer knows the 
effect of the “seasons” upon the 
movement of merchandise in his 
store. Roofing material will be in 


demand in large quantities only dur- 





ing the height of the summer, but 
will find its biggest market in 
smaller quantities during the first 
month of fall. 

It is these periods of most pro- 
nounced activity which are the cru- 
cial months for each sales depart- 
ment. Recovery will set in in each 
instance parallel with the so-called 
season of the product which it 
handles. 

The exact knowledge, therefore, of 
these periods of activity will be of 
considerable importance to any hard- 
ware dealer. If the autumn is cor- 
rectly described as the time when 
the recovery will set in the improve- 
ment will strike first these products 
which have their season during the 
autumn months. But even these 
products will possibly be affected by 
the improvement only superficially, 
because there is no time to develop 
any real business. As the improve- 
ment progresses its action upon sales 
will also increase. Those articles 
which have their season during the 
winter and early spring will already 
fare better. Normal business finally 
should be established in all those 
branches which see their most active 
time in the late spring and early 
summer of next year. This puts off 
the full recovery of all the late sum- 
mer and early autumn branches of 
industry and trade for another year, 
a prediction which will prove to be 
correct by the experience of the next 
few months. 

Correct Appraisal of Conditions Will 
Help Ordering 

But a comparatively fair appraisal 
of conditions as they will develop in 
each market will help the hardware 
dealer much to arrange for his 
stocks. There are commercial profits 
to be obtained from each market con- 
stellation, bad or good as the case 
may be. The danger to avoid is 
overstocking and lack of variety of 
the stock. To carry an excessive 
stock under present conditions may 
mean to be compelled carrying it 
over into another year. To carry a 
stock wanting in variety means, not 
to offer to the customer the chance 
for selection which in many cases 
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may mean the refusal of a purchase. 

An occasion like the present can- 
not hold many dangers for the hard- 
ware dealer who has made his busi- 
ness a study and not only the means 
of a livelihood. There is even some 
attraction in the knowledge that one 
pits one’s knowledge against a diffi- 
cult situation. But the man who has 
his figures right cannot go very 
wrong by putting his money step by 
step on each product as it comes into 
season. Stock your store for a nor- 
mal demand and give the stock suffi- 
cient variety to qualify for a large 
number of sales even if the indi- 
vidual amounts should still fall be- 
low normal. 

This applies to industrial trade as 
much as to the household trade but 
the rule fits best the dealer who has 
a large professional clientéle. 

September is the time when the 
general repairers are getting busy. 
During September the railroad shops 
are doing most of their repairs and 
this brings a lot of custom to local 
hardware dealers who have connec- 
tions with the local railroads and 
transportation companies because 
the rule applies also to trolley car 
lines, bus lines and similar organiza- 
tions. The purchasing power of 
these firms as regards hardware is 
very considerable and runs in its ag- 
gregate into several hundred million 
dollars alone. Naturally if spread 
over so large a territory as that of 
the United States this amount di- 
vides up until it reaches very small 
figures. But it is true to say that 
some of this money finds its way, in 
one manner or another, into each 
hardware store of the country. How 
this money is distributed is difficult 
to explain, but it is clear that if our 
railroads and transportation com- 
panies spend less than usual, as they 
possibly will this year, there will 
also be less to go round for each in- 
dividual hardware dealer. The re- 
covery will have to be pretty strong 
or some effective financial help will 
have to be given to our transporta- 
tion service if this particular con- 
dition shall be changed before au- 
tumn has arrived. 
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The season in transportation re- 
pair work is comparatively long and 
carries well into the winter so that 
the expected general recovery may 
still affect this branch of the market, 
leading to an extension of the pur- 
chases. 

Food Trades Provide Good Market for 
Hardware Store 

There is not a hardware dealer 
who does not count one or the other 
baker among his customers. So what 
is good for the bakery trade also is 
good indirectly for the hardware 
men. People have to eat and, there- 
fore, the bakers’ business has re- 
mained active all through this time. 
But people eat less expensively if 
they are short with cash and spend 
more for the finer products of the 
bakery and cake maker when they 
have plenty to spend. Hence the 
problem whether the nation will have 
money to spend at the bakers’ dur- 
ing October, which is generally their 
most active season, is of some in- 
terest to the hardware men all over 
the country. October generally is a 
good month with the food purveyors, 
and for some reason or other it has 
proved always to be a good month 
for the domestic canning and pre- 
serving trade. There is some doubt 
whether this group of producers will 
feel the recovery sufficiently as to 
make them good customers during 
the autumn season. But the busi- 
ness done by the food producers will 
be an excellent indicator of the pur- 
chasing strength of the country. If 
the turnover of the bakers, butchers, 
etc., shows signs of increasing there 
is a prima facie case for expecting 
a general recovery all through the 
winter. The month of October, 
therefore, will be one well worth 
watching from every respect. 

During October the felt hat mak- 
ers have their busy time. This in- 
dustry has use for many implements 
sold in hardware stores, and while 
the business is not very large, it is 
sufficiently strong to be catered to 
by certain hardware stores in the 
large cities. October also is a very 
good month for the bookbinders. 
The trade with the large bookbind- 
ers has slowly slipped into the hands 
of specialists, but there are, never- 
theless, dealers handling these ma- 
terials that can be classed properly 
as hardware dealers because they do 
not sell anything else but the hard- 
ware end of bookbinding. 


November Critical Month 


November will be the critical 
month this autumn. By then the 


strength of the market will be known 
to the banks and from their estimate 
of the situation will depend the fu- 
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ture development of the money sit- 
uation which, of course, has a con- 
siderable effect upon conditions all 
around. The farmers will have shown 
then what they think about prices 
and the payments they have received 
for the crops will have a very de- 
cisive effect upon the rural purchas- 
ing power. November is a rather 
uninteresting month for the hard- 
ware trade. Business during this 
month consists of the flow-over of 
the October trade. This, to a certain 
extent, is rather favorable to the 
hardware dealers as it will give them 
a chance to put their own valuation 
on the situation. Similarly Decem- 
ber is a month with no particular de- 
velopments. There is one exception 
to this rule. The slaughter houses 
are most active during this time and 
the cutlery branch of the hardware 
trade looks forward for some defi- 
nite change in the demand from that 
source. 

Giving a start for the upward 
movement of three months approxi- 
mately, with November being the 
turning point, the recovery, if ma- 
terializing, should be very well un- 
der way by the middle of December. 
The hardware dealers doing a slaugh- 
ter house and related trades busi- 
ness, therefore, will have ample 
time to protect themselves and their 
stocks against the eventuality of a 
fairly normal demand. This is one 
of the cases where variety in selec- 
tion will mean half of the battle won. 
If the hardware dealers are suffi- 
ciently stocked up with butchers’ 
and similar knives (this includes also 
kitchen cutlery) they should not be 
in want of an ordinary custom which 
may easily expand to very consider- 
able dimensions, if the situation de- 
velops as is expected at the present 
time. , 


Getting Ready for Next Spring 


With the turn of the year may be 
expected a very pronounced improve- 
ment. Whatever will be the develop- 
ment of the present situation there 
will be new life given to the markets 
once after stocktaking is completed. 
Hardware dealers may put off order- 
ing until the end of the year. They 
cannot run on small stocks much 
longer and they will have to make up 
their minds in one direction or an- 
other during January. The chances 
are that their better sense will pre- 
vail and that they have been suffi- 
ciently encouraged during the au- 
tumn and early winter to arrange for 
better stocks than they have carried 
in the past. The problem of which 
lines to carry full, therefore, becomes 
increasingly urgent. 

There is quite a selection of in- 
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dustrial hardware that will move 
freely during the first months of the 
year as the markets for these goods 
are then in their special season. The 
same impetus which is given to the 
hardware dealer as regards stock 
purchases is acting upon the buying 


trades. By January they will know 
more about their markets and they 
will apply the knowledge for the pur- 
chase of supplies and implements. 
February is always an _ active 
month for the repair of agricultural 
implements. The farmers are get- 


ting busy preparing for the spring 
work and, therefore, are overhauling 
their machinery. This brings busi- 
ness to the rural hardware dealers 
and next year’s spring should be a 
comparatively good month for this 
branch of the business, even if there 
is no other reason for this than the 
fact that little business was done in 
this line during this spring. Shoe 
repairers also seem always most busy 
in the early spring, possibly because 
this :is the time when the winter 
boots and shoes begin to give out and 
need looking after. 

Nearly every hardware store has 
one or the other tailor shop as a cus- 
tomer. The tailor’s custom is prac- 
tically only a repair custom with the 
exception of an occasional purchase 
of an iron, a pair of shears or some 
similar article. Spring is the great 
time for most tailors who are doing 
during February and March a lot 
of work, both in the new and in the 
repair departments. It is one of the 
characteristics of the present situa- 
tion that it has kept the repair tail- 
ors active because people have been 
inclined to make their clothes go 
longer than in normal times. This 
will no doubt have some effect upon 
the hardware trade. 

Spring ordering will have to take 
into consideration the demand for 
garden implements which is bound to 
continue high, with the country 
showing an increasing interest in 
vegetable gardening. The building 
hardware departments also will be 
busy next spring. The recovery will 
find this branch of the hardware 
business practically empty of sup- 
plies and with the demand for houses 
growing there is no saying how 
large the requirements will be. 

Hardware dealers will be wel! ad- 
vised to stock fully for the spring 
business. We are liable to experi- 
ence a rebound from the present 
slackness and the rebound as a rule 
is the stronger the deeper the eco- 
nomic depression has been. Also 
there is the old rule that the first 
months of the recovery are generally 
the most active ones of the new up- 
ward movement. 




















EDITORIAL COMMENT 
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Individual Education —Better Sales Force 


ERBERT SPENCER declared that 
“the first duty of the individual is to 
himself, the second to his family, and 
the third to his nation.” 

Unless a man takes proper care of himself, 
mentally and physically, he is unable to provide 
for his family, and unless he takes proper care 
both of himself and of his family he is a tax and 
a burden upon every person in the common- 
wealth. Exceptions must necessarily be made, 
however, for victims of accident and circum- 
stance. But for the average, healthy individual 
this same philosopher’s maxim holds true, 
namely, that “the first requisite to success in life 
is to be a good animal.” 

Following this thread of thought with the 
lanterns of logic, we come to a basis of agree- 
ment, which is that the first instinct of animal 
life is self-preservation. Therefore, “knowl- 
edge immediately conducive to self-preservation 
is of primary importance.” The acquisition of 
this type of knowledge is almost entirely in- 
stinctive, though it is unquestionably intensified 
and broadened by experience. 

The workings of the law of self-preservation, 
however, are both crucial and indirect. Indirect 
self-preservation consists in acquiring the means 
of living. 

Consequently, knowledge that is essential, or 
which contributes, to self-support is of the most 
vital importance. To modern man that means 
just three words: Knowledge of business. 

Few of us, perhaps, have ever taken occasion 
to analyze it in precisely this way. But if evi- 
dence were required to prove man’s appreciation 
of the need for business knowledge, it would only 
be necessary to submit statistics on the number 
of trade and technical schools scattered through- 
out the country; to cite instances and examples 
of what business houses, of every description, 
are doing to assist their employees to acquire a 
more detailed knowledge of their work and of 
their environments ; to elaborate on the construc- 
tive influence of the business press, and of the 
general activities conducted by professional and 
commercial associations. 

At practically every association meeting mer- 


chants have their attention directed 


necessity for educating retail salesmen. 


to the 

There 
is no question about the necessity nor the virtue 
of this proposition. 

But in its consideration a very basic fact seems 
to have been neglected. Self-preservation is the 
instinct or desire to live. 

Desire is our greatest teacher. 
there would be no knowledge. 


Without desire 


There must be, therefore, some concrete in- 
ducement, some material reason, some specific 
promise, held out to men, in this day of a thou- 
sand alluring distractions, if you would have 
them learn your business. 

It is probably a trait of heredity, which has 
come down through generations, from the days 
of slave and serf, for the man who works to re- 
gard the one who directs with more or less sus- 
picion. Reason pleads in vain. Consequently, 
education, in spite of what it has accomplished, 
can never progress any faster than the evolution 
of human nature. Individuals, it is true, pro- 
gress and prosper. But the average intelligence 
of the majority is still low, in spite of the teach- 
ings of experience, the democracy of the printing 
press and the inventions of science. 

The education of retail salesmen, if it is to be 
of any permanent worth, resolves itself, there- 
fore, into the necessity of concentrating more 
attention on the individual, and less on groups 
and organizations. One man who ean think for 
himself, who has adaptability and purpose, and 
who has, through his own desire, acquired an 
intimate grasp of business details, as a result 
of receiving encouragement and proper com- 
pensation, is worth a score of poll-parrots and 
blunderers in any business. 

A sales force cannot be prepared after the 
fashion of pudding, by whipping it all up to- 
gether and cooking it as a whole. Chains are 
forged link by link. 

Efficient retail salesmanship will be common 
only after the desire to acquire knowledge has 
been more materially stimulated during the 
process of learning, and after men have gained 
confidence, from being treated by their employers 
as individuals, rather than as parts of a group. 
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Capsuled Philosophy for Business Men 


By CHARLES DOWNES 





CHANGE 


TTT eT 


HE only permanent thing is Change. 
4% It is the only permanency that the human mind can consistently conceive as a permanency. 3 
Because it is a permanency it is a good investment for faith. It is safe. You can always 3 
depend on Change. It dispenses no special privileges. 
Change is the supreme law of Matter. 3 
Most people like change, and recognize its tonic stimulant to mind and body. Everybody z 
practices it, both voluntarily and by compulsion. Therefore everybody believes in it. 
Change controls the tide of Time which draws everything with it as it ebbs and flows. 
Adaptability to Change is simply acquiescence used to personal benefit. Resistance is fatal. 
Most of us forget this too often. 
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Success is approximating, as closely as possible, Why not an Optimistic Week for Business or- 
one’s best aspirations. ganized and conducted by every business man in 


the country? 
* * * * 
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ak * * * 


Foresight is nine-tenths hindsight and one-tenth 


conclusion. Honesty without discretion is ruinous. 
% * *% * % 


: %* * * % * = 
= Following your competitor is simply driving = 
your car in the other fellow’s ruts. Business during the war and immediately after- = 
ward resembled a mountain stream during aspring = 
* % * * freshet. It was a rolling, roaring torrent. 
; During the past year it has been settling back 
These are bargain hunting days. And, as an to normal. 


old Newfoundland Salt would express it, “‘the best 


j P cgay Many of us had our senses of proportion thrown 
time to catch suckers is when they’re runnin’. 


off balance, so badly, during the period of infla- 


ss - mn i tion, that we are not able, even yet, to remember 
i exactly what a normal flowing business ought to 
When the demand for goods exceeds the supply, look like. 


and price tendencies are upward, there is always 
a good deal of talk about the “natural workings 
of the law of supply and demand.” 

But when this condition is reversed, and there 
is a temporary abundance of merchandise, caused 
by a lessened demand, and when price movements 
are continually downward, it is very often ob- * * *% * 

= served that many of those who formerly, and most 
= frequently, employed the pat phrase about the A fair recommendation of a man’s business 
= “natural workings of the law of supply and de- sagacity may be gained from what his customer; 
mand” are the first to lose their faith and to chant say for him with dollars and cents. 
the “Croakers’ Chorus.” 


x * * % * 


The retail store is the hinge upon which the 
business prosperity of the country is hung. If 
the hinge creaks the door moans. 


* 


* % * * * 













* * * 


The art of convincing, translated into commer- 
Business may be a fact and not a state of mind, cial terms, is salesmanship. 


but a state of mind often colors facts. A * % * * 








* 





. ‘ “i To grow a business it must be planted in the 

We've had Thrift Week and Milk Week, and soil of Service, watered by Confidence, lighted by 
various drives by sundry organizations for an as- Commonsense and weeded by Originality and Per- 
sortment of causes. severance. 
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The Harvest Time for the Hardware Man 


Farmers Are Busy and Need Your Implements and in 
a Short Time Will Be Buying Many Useful Things From 
You— What Hay Time Means to the Hardware Man 


news, a8 someone was in a re- 

cent issue of HARDWARE AGE, 
I'd like to baberuth the fact that the 
old nasal organ cannot better be util- 
ized this time o’ the year than 
around the farm. Take hay, for in- 
stance. The so-called human race, 
hived up in the cities, has missed one 
of nature’s greatest tonics in new- 
mown hay and is forced to depend 
on home brew to get a thrill. There’s 
something about hay that makes you 
forget Mr. and Mrs. Volstead, and if 
you don’t believe that, get out some 
morning about sunrise, when the 
dew is in the meadow on newly cut 
hay, stand on the far side where the 
breeze crosses the field, and then 
drink it in! Man, oh, man—that’s 
the way to start the day! And that’s 
just a friendly tip to hardware men 
who want to get next to the farmer 
and keep him from patronizing the 
mail-order house. Truth to tell, 
you’ve got to get interested in the 
farmer’s business to get him inter- 
ested in yours, and a lungfull or 
two of the whiff of new-mown hay is 
a starter. 

Hay time is pay time. Right now, 
when the stillness of the country air 
is broken only by the noise of mow- 
ers, rakes, tedders and loaders, is the 
signal that Mr. Farmer needs a few 
things sold by the hardware man. 
Are you prepared to sell him rope, 
pulleys, forks, grinders and other 
equipment that help to make the 
farm more profitable? There’s the 
practical angle to farming that every 
hardware man should have some sort 
of knowledge, because it’s the ability 
to point out how dollars can be saved 
and made that creates bigger sales. 
Many a farmer is getting along from 
year to year—during hay time, for 
example—with wornout or _ insuffi- 
cient equipment. That means wast- 
ing time that might well be put to 
other advantage. The hardware man 
who “brushes up” on what the farm- 
er ought to have during hay time is 
going to make two—or even more— 
sales where one grew before. 


G hnews, a8 about the nose for 


What Hay Time Means 
Hay time means more than selling 
hay equipment to the progressive 
hardware man. It is a reminder that 





By CHARLES HARRINGTON 


the farmer knows pretty well what 
his crops are going to bring this year 
and is therefore planning how best 
to invest his money. Could he do 
better than purchase an electric light 
plant or a water supply outfit? 
Many stores to-day are selling this 
equipment, but one of the chief rea- 
sons that bigger sales haven’t been 
made is because the “comfort” idea 
has been overemphasized, with too 
little attention paid to the practical 
value of such apparatus. Most farm- 
ers expect comfort only when they 


light plant reduces to the minimum 
the danger of fire. 

Both the electric light plant and 
the water supply outfit, therefore, 
come under the head of practical ne- 
cessities, and there is no better way 
of proving this to the farmer than 
giving him practical demonstrations. 
This can be done in two ways: 
Either having these outfits on dis- 
play in the store, or loading the 
truck with a light plant and pump 
and driving out to the farm. Noth- 
ing is more convincing than prac- 

















Farming tools well displayed by Morehouse & Wells Co., Decatur, Ill. 


retire and settle down in town, but 
the fact is they get both comfort and 
utility when they buy a light plant 
or water supply installation. Farm- 
ing is a business, and to get the best 
results and show the greatest profit 
at the end of the year, the farm needs 
equipment that will operate the farm 
with the lowest cost, time being the 
most important factor. There is no 
profit when the farmer, his wife or 
the help lug water from the well to 
the house or the barn. Neither is it 
profitable to be constantly filling 
troughs for the cattle. Farm ex- 
perts will tell you that running wa- 
ter, and plenty of it, means healthier, 
fatter and better milk-producing 
cows. The insurance man’s schedule 
states that farms having fire pro- 
tection are entitled to a better rate. 
In this connection, too, the electric 
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tical demonstrations, and the light 
plant can produce wonders. Select a 
likely farm and arrive there at dusk. 
Carry your extensions into the 
house, hook them up to an attractive 
lamp that you have brought with 
you. Let the farmer and his family 
enjoy electric light for an hour or 
so. It’s when you are ready to go, 
and they light the old oil lamps, that 
they really wake up to the fact that 
they are behind the times. Selling- 
stunts like this have been known to 
double and treble sales. 

More attention should be given to 
merchandising the electric light 
plant and electric pump, because 
they are the foundation of big busi- 
ness that will naturally follow. Once 
running water is provided, the way 
has been paved for a bathroom out- 
fit and kitchen sink. 





The Advantages of the Gothic Letters 


By JOSEPH BERTRAM JOWITT 


of the Gothic alphabet, show- 

ing letters U, V, W, X, Y and 
Z. They are, with the exception of 
the letter “U,” called “Angle letters,” 
being composed chiefly of right and 
left angle strokes. 

The readers’ attention is directed 
to the second line of semi-constructed 
letters which give a much plainer or 
more comprehensible idea of how 
each stroke should be made, where 
they should start and terminate. V, 
W and Y are also known as “open 
letters” on account of the large 
amount of space they occupy at the 
top and small space at the bottom. 
For this reason they should be spaced 
closer together than the other round 
or square letters. It is a very simple 
matter to observe that the letter ‘““W” 
is composed of two “V’s” and that 
the top of the “X” and “Y” have the 
same formation. 

I do not think that anyone will 
dispute the fact that this Gothic type 
stands at the top of the class for at- 
tractiveness and legibility, and looks 
particularly well when used in con- 
trast with the lower-case show card 
Roman letters. 


ik HIS lesson concludes the series 


Modern Show-Card Got 





re 


The last of the gothie letters. 


Take, for instance, the half-sheet 
featuring: “Tinker Toys.” This 
is a very simple arrangement with a 
picture and four lines of lettering, 
and yet the whole story is briefly told 
in a most attractive manner. The 
card is 14 x 22 inches. The black 
stripes at the top and bottom were 
drawn with the aid of a rule after 
being first marked off with lead pen- 
cil. The black circle showing the 
child with the “Tinker Toy” was cut 
from an ad in HARDWARE AGE using 
a small pair of scissors. It was 
pasted on the card with common li- 
brary paste. 

Study This Card 

The Gothic letters are two inches 
high and 11% inches wide. The two 
lines of lettering at the bottom, “For 
the kiddies,” are show-card Roman. 
This plain black and white effect is 
much more artistic and striking than 
any amount of shading or fancy 
scroll work. The plain gray border 
and simple shading of the Gothic let- 
ters makes the card featuring “Em- 
pire Levels” a business puller. The 
shading of letters, of course, is much 
more simple than making the letters 





if the following rule is strictly ob- 
served: In mixing shading color one 
must remember it is meant to imi- 
tate the natural shadow the letter 
would cast and therefore it should 
be very faint in tone. The formula 
is less than one-eighth black to the 
rest white. The shading is gener- 
ally done to the left of each letter, 
keeping away about one-sixteenth of 
an inch from the edge of letters, 
Unless a separate brush is kept just 
for shading care must be used to see 
that it is free from other colors. 

If the beginner will study the card 
featuring ‘“Trimo Pipe Wrench 
Parts” he will observed the simple 
formation of each letter done with a 
number twelve semi-dry brush. The 
first letter “T’ is completed in just 
four single strokes. In making 
stroke one, the brush is turned side- 
ways between the thumb and first 
finger. 


The Technique of the Card 


In making the long downward 
stroke it is again turned between 
the fingers in the same manner un- 
til the flat point of brush is square- 
ly in front of you at right angles. 


hic 


It is easy to follow the dotted line and achieve perfect letters 
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/ | Counts 
| ina 
LEVELS 
| Are built for 








CCuracy 
_ 








A lg te ta 











RP BR BANE 
Using the artistic shading to bring out letters. Two different styles shown here 


The brush is removed from the card carefully done as they are the finish- again an important point which has 
when within a fraction of an inch ing strokes which even off and com- much to do with a beginner’s suc- 
of the bottom guide line. The short plete the letter. The next letter “R’ cess, that is, do not set too high a 
strokes Numbers 3, 4 and 5, must be is completed in five single strokes. standard for your first attempts at 
In making the circular stroke No. 2, (Continued on page 71) 

the brush is held in the same posi- 

tion as described in making stroke 

No. 1, in the letter “T” the stroke 

should be completed just as the ar- 

row indicates before the brush is re- Pp: “~ 


= 


moved from the card. It is then in 2: A @ 
the shape of the letter “P” and is : 3 j wh 
quickly transformed into an “R” by * 
the short tail stroke No. 3, and a4 
evened off at the bottom with the D 

eit 





short stroke number 5. It requires 


three strokes to complete the letter 
“I” and seven strokes for ‘“M.” s g e 
While the letter “O” which is more Vara 


difficult than the others must be ae ae 


done in just two crescent strokes, 
— starting and finishing where the rR Y Sg 
slanting lines cross through at the es % a 
a top and bottom. It is impossible to 
Fou the make this letter any other way and For Sal _ 
Kiddies = have it look right. All beginners € 
ae should practice at length on making H > + 
; serene ne === crescent strokes as they are the fun- c re _— 
damental strokes used in forming 
letters, B, C, D, G, J, O, P, Q, R, S 
and U. Here is your letter formation on a 
The writer wishes to emphasize card 








Top and bottom borders for this 
card 
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Prominent Speakers at Westchester Picnic 


Rain Fails to Spoil Annual Holiday of Hardware 
men of Westchester County—Rattenbury’s Talk 


outing of the Westchester County 
Hardware Dealers’ Association, 
held at Rye Beach, N. Y., Aug. 17 
was well attended and conspicuous 
because of the speakers of national 


I: spite of rain the regular annual 


to be disposed of mainly in the do- 
mestic market. The rate of exchange 
has aggravated the situation to such 
an extent, the speaker said, that the 
life time of a generation will proba- 
bly elapse before the resumption of 





prominence who addressed the deal- 
ers, salesmen and guests. The ball 
game that was the feature of the 
afternoon’s entertainment had to be 
called on account of rain. 

William Fowler, vice-president of 
the association, was the toastmaster 
of the evening, acting in the absence 
of Roger I. Capen, the association’s 
president, who is in Chicago. 

The first speaker of the evening 
was W. H. Rattenbury, vice-presi- 
dent and general sales manager of 
Landers, Frary & Clark, New 
Britain, Conn., who spoke on general 
business conditions and urged the 
need for better advertising and more 
intensive salesmanship on the part of 
the retailer. 

In the course of his remarks Mr. 
Rattenbury said that the transition 
period through which business has 
been passing has been unprecedented 
in the experience of the present gen- 
eration. The decline of export busi- 
ness, the speaker characterized, as 
a very serious problem for manufac- 
turers, especially in view of the fact 
that many factories have in the past 
figured 20 per cent of their produc- 
tion as export trade, which now has 








Messrs. Sellers, B. Fowler, Cornell, Wm. Fowler 





a normal and consistent export busi- 
ness can reasonably be expected. 
Furthermore, Mr. Rattenbury de- 
clared, American manufacturers will 
not be able to compete in world mar- 
kets because of the disproportionate 








labor costs which are insurmounta- 
ble. The average wage for German 
labor, the speaker stated, is forty 
marks a day, which at the present 
rate of exchange is approximately 
equivalent to 50 cents for a working 
day of fifteen hours. Pauper labor 
competition confronts American in- 
dustry to a degree, perhaps, unpar- 
alleled in its history. 

The speaker predicted that the 





hardware market would remain more 
or less stable for the balance of the 
year, and urged dealers to buy in 
small lots but to keep their stock di- 
versified to meet all the demands of 
their trade. The hardware jobber 
to-day, Mr. Rattenbury said, has the 
greatest opportunity he has ever had 
to justify his position in the field of 
modern distribution. 

Among the suggestions for in- 
creasing and stimulating business, 
Mr. Rattenbury urged dealers to sell 
new goods to new customers and 
more goods to old customers. The 
present period calls for more inten- 
sive sales work, he declared, es- 
pecially in view of. the fact that the 
caliber of salesmanship has declined 
during the past five years. Bet- 
ter and more intensive advertising 
should be done by the retail trade all 
over the country, and greater atten- 
tion should be given to both window 
and interior displays of merchandise 
and to the cultivation of women cus- 
tomers. The advantage to the dealer 
of selling advertised goods was men- 





tioned by the speaker, who also sug- 
gested that a section of the store be 
devoted to a gift section. 

In conclusion, Mr. Rattenbury 
urged that dealers undertake more 
work for the education of their 
clerks and salesforces, declaring that 
time spent in educating c'erks and 
familiarizing them with the goods 
they sell is time spent to the advan- 
tage of the dealer. 








Familiar Faces at Many of the Eastern Conventions and Outings 
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Llew S. Soule, editor of HARDWARE 
AcE, declared that business is pass- 
ing through the period of readjust- 
ment as rapidly as anybody has any 
right to expect consistent with the 
economic welfare of the country. It 
is foolish, Mr. Soule declared, for 
business men to expect business to 
return to conditions that prevailed 
during the abnormal period follow- 
ing the armistice. We can’t expect 
conditions to readjust themselves in 
one year when they were six years 
in formation, the speaker said. There 
are unmistakable signs that business 
is already on the up-grade, said the 
editor of HARDWARE AGE, and there 
is every reason to believe that be- 
tween now and the first of the year 
business will show steady improve- 
ment. 

R. J. Atkinson, second vice-presi- 
dent of the New York State Hard- 
ware Dealers’ Association and a di- 
rector of the National, spoke on the 
importance of association work, and 
urged dealers to take a more active 
part in their local and State associa- 
tions and to get their competitors to 
join the association. Mr. Atkinson 
paid a tribute to C. J. Cornell, chair- 
man of the Westchester County As- 
sociation’s entertainment committee, 
who had charge of the outing. Mr. 
Atkinson said that Mr. Cornell rep- 
resented the best type of association 
man, and stated that he was an asset 
to his association as well as to the 
hardware trade. . 

H. A. Cornell of Brooklyn enter- 
tained the dealers and their guests 
with a number of stories and anec- 
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Special Meeting of Washing 
Machine Manufacturers 


A special meeting of the American 
Association of Washing Machine Man- 
ufacturers was held in Chicago, con- 
cluding Aug. 12. The regular Sep- 
tember meeting will not be held, the 
August get-together taking its place. 
It was felt that the excellent prospects 
for fall business made an earlier meet- 
ing necessary. 

Reports from Secretary E. B. Seitz 
indicated that the industry had turned 
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charter with a capital of $200,000. 
George Haberlin is the president and 
W. W. Plankinton is the secretary. 
Mr. Haberlin was for many years a 
traveling salesman for the Logan- 
Gregg Hardware Co. and Mr. Plankin- 
ton was with the Luthet Grinder Mfg. 
Co., Milwaukee. 

The company plans to purchase 25 to 
30 hardware stores in the Pittsburgh 
district offering common stock to resi- 
dents in the vicinity of each store. 
Stockholders will in addition to divi- 
dends receive a discount of 5 per cent. 











Llew S. Soule, F. W. Chillingwort 


the corner of depression and that busi- 
ness would be increasingly good from 
now on. It was stated that those con- 
cerns which are making an extra ef- 
fort to get business are reaping re- 
wards and that special sales drives are 
showing results that are very gratify- 
ing. Manufacturers state that July 
business was on the up trend and that 
August sales are beating the good 
totals of July. 

No discussion of prices is permitted 
at the association meetings, but talks 
with members, as individuals, seemed 
to show there was little likelihood of 
price recessions and that raw materials 
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dotes following Mr. Atkinson’s talk, 
after which the meeting informaly 
adjourned. 


Baltimore Outing 


At Bay Shore Park on the Chesa- 
peake Bay the Baltimore Retail Hard- 
ware Association held its first annual 
outing on Wednesday, Aug. 10, 1921. 
Fifty members and their wives left on 
a special trolley arriving at the park 
in the afternoon. 

Many indulged in bathing while 
others danced or braved the roller 
coaster, airships and scenic railways. 
In the evening a dinner was served. 


are holding up so well that mark downs 
cannot be looked for. 

The interest shown in the bulletins 
issued on home lumbering has been 
very great, and this educational effort 
is expected to prove a real sales maker. 
The washing machine interests seem to 
be indulging in more optimism than at 
any other time this year. 


New Stores for Pittsburgh 


One of the latest hardware chain 
store systems is the United Hardware 
Stores, Inc., with headquarters in the 
Jenkins Arcade, Pittsburgh, Pa. This 
company has taken out a Delaware 
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Show Card Writing 
(Continued from page 69) 
lettering, you'll get discouraged if 
you do. You cannot reasonably ex- 
pect to reach a state of perfection in 
show card writing without some 
study and systematic practicing. 
Above all you must have the regular 
Red Sable show card brushes and 
proper show card ink. Let me tell 
you that this is the only secret there 
is to the game. If you are unable 
to purchase the necessary tools at 
home, HARDWARE AGE will tell you 
the nearest address of a show card 

supply house. 
Never Mind the Criticism 

Again let me say do not be over- 
sensitive about any criticism of your 
work. If you stick to plain letter- 
ing at first and don’t attempt any 
scroll-work or fancy curliques there 
will be nothing to criticize. 

In copying the letters U, V, W, 
X, Y and Z, shown on the accom- 
panying plate the beginner will get 
a better idea of brush control by 
first sketching each letter or roughly 
outlining them in lead pencil, then 
take a small size brush or stub pen 
and follow over these pencil lines 
with small dots, the same as illus- 
trated on the plate. This will make 
a skeleton or outlined letter. Then 
try filling-in each letter with single 
brush strokes same as shown on the 
plate. 

In the selection of cardboard it is 
much better to work on a dull un- 
coated surface than a glossy bristol 
board surface. The uncoated sur- 
face absorbs the ink better and also 
the brush is not so apt to slip. 
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House Finishes Internal Tax Revision Bill 


Farmers Win Fight Against Auto Tax—Excess Profits Levy 
Goes Off—Tax on Transportation Repealed January | Next 


Washington, August 20, 1921. 
S I pen these few lines—just 
on the eve of the passage by 
the House of the internal rev- 
enue revision Josh and Si 
Corntossel appear to have scored a 
decisive victory over Secretary of 
the Treasury Mellon. While the 
Ways and Means Committee, in 
framing the bill, have adopted the 
chief recommendations of the Treas- 
iry Department, Chairman Fordney 
and his colleagues have shied at the 
proposition to tax the farmers’ tin 
Lizzies along with the big touring 
cars and limousines of the idle rich, 
the result being that all cars will 
escape the proposed flat Federal li- 

tax of $10 per annum each. 
The farmers undoubtedly have 
turned this trick. The owners of 
big cars costing from $4,000 to 
$10,000 each accepted the 
tary’s suggestion without a murmur, 
but the jitney riders from the At- 


lantic 


“VY 
Diil 


cense 


Secre- 


to the Pacific and from Can- 
ada to the Gulf set up a howl that 
frightened Chairman Fordney half 
to death and drove all thought of a 
Federal license tax of his head. 


out 


Policy Not Lost Sight Of 


In framing the tax revision bill, 
even the most inexperienced observ- 
ers can see that the House has been 
constantly mindful of considerations 

They have never for a 


of policy. 
moment forgotten that there are 


By W. L. CROUNSE 


thousands of consumers for every 
manufacturer, and with this idea 
uppermost, they have repealed prac- 
tically all the consumption taxes of 
the war revenue emergency act, sub- 
stituting for them taxes on the man- 
ufacturers at approximately the 
same rate. 

Somewhat alarmed at the popular 
reaction against the proposed repeal 
of the excess profits tax, which the 
dear public does not understand, the 
Committee has hastened to increase 
the exemption from tax of incomes 
of $5,000 and less. This will cost a 
pretty penny, estimated at several 
millions of dollars, but as it will re- 
duce the burden on a great many 
thousand income’ taxpayers, the 
House leaders have every reason to 
believe the change will be popular 
and, from a political standpoint, will 
be well worth while. 


Excess Profits Tax Repealed 


After a long and heated wrangle 
the majority leaders have decided 
upon the repeal of the excess profits 
tax. This legacy of the war should 
have gone by the board many 
months ago for it has long ceased 
to be a tax on either war gains or 
excessive profits but has become a 
burden upon small and conserva- 
tively capitalized corporations. 

Corporations will not be immedi- 
ately relieved of this iniquitous tax, 
however, but will be obliged to pay 
it upon their earnings for the cal- 
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endar year 1921. Beginning Janu- 
ary 1, next, the tax will no longer 
apply. 

Chairman Fordney and his associ- 
ates see-sawed back and forth half 
a dozen times before finally fixing the 
rate on corporate incomes designed 
to make up the loss caused by the re- 
peal of the excess profits tax. Cor- 
porations now pay a 10 per cent tax, 
and Secretary Mellon recommended 
that this be boosted to 15 per cent, 
expressing the opinion that, with the 
excess profits tax out of the way, 
corporation managers would be will- 
ing to pay the increased levy. Many 
protests were received by the Com- 
mittee, however, and it was finally 
decided to cut the proposed increase 
in half, making the future corpor- 
ate income tax 12'% per cent, the in- 
crease becoming effective January | 
next, when the excess profits tax 
goes off. 


Compromise on Surtax Reductions 


After a lively dispute in commit- 
tee, the Ways and Means leaders (e- 
cided to compromise with Secretary 
Mellon on the reduction of the 
higher surtaxes on incomes. ‘The 
Secretary suggested that all sur- 
taxes above 32 per cent should be re- 
pealed as to income earned since 
January 1, 1921, and that after 
January 1, 1922, the maximum sur- 
tax should be but 25 per cent. 

These cuts would have cost 
siderable money although undoubt- 


con- 
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edly they: would have slowed down 
the movement of the possessors of 
big incomes to withdraw their 
funds from productive industry and 
to invest them in tax-exempt State, 
county and municipal securities. 
The Committee finally decided to fix 
the maximum surtax at 32 per cent, 
effective January 1 next, and to 
leave it there indefinitely. 

This means that incomes earned 
after January 1 next, in excess of 
$66,000 will pay a surtax of 32 per 
cent, in addition to the normal tax 
of 8 per cent, making a total levy 
of 40 per cent. While this will take 
a fairly large bite out of big in- 
comes, it represents a very substan- 
tial reduction from the schedules of 
the existing law which range on sur- 
taxes as high as 65 per cent in addi- 
tion to the 8 per cent normal tax. 


Help for Big Families 


The provision increasing the per- 
sonal-tax exemption of the head of 
a family is found in Section 221 of 
the new tax bill. In the case of a 
single person, the exemption re- 
mains at $1,000, but in the case of 
the “head of a family,or a married 
person living with husband or wife” 
the personal exemption is raised to 
$2,500 unless the net income is in 
excess of $5,000, in which case the 
personal exemption shall be $2,000. 
The husband and wife living to- 
gether will receive but one personal 
exemption which will be computed 
upon their aggregate net income. 

Persons supporting dependent 
relatives will receive a special ex- 
ception of $400 per annum for each 
dependent instead of $200 as at pres- 
ent, provided the dependent person 
is under eighteen years of age, or is 
incapable of self support because 
mentally or physically defective. 


Changes in Excise Taxes 


Some of the most interesting fea- 
tures of the new bill are found in the 
provisions repealing or amending 
the excise taxes levied under Title 
IX of the war revenue act. The ma- 
jority of the changes in this title 
have been made for the purpose of 
imposing upon the manufacturer the 
taxes heretofore paid by the consum- 
er, and collected by the retailer for 
Uncle Sam’s account. 

As stated in my letter last week, 
the 10 per cent tax on sporting goods 
has been cut to 5 per cent. This was 
in response to a nation-wide demand 
to reduce the cost of paraphernalia 
which undoubtedly contributes to the 
health of the people. 

The 10 per cent tax levied by the 
present law upon cameras weighing 
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not more than 100 pounds is retained 
in the new bill, and a similar tax is 
assessed upon lenses for such cam- 
eras. Heretofore lenses have been 
on the free list. It is said that the 
Treasury Department has discovered 
that some dealers have been selling 
lenses and cameras separately, thus 
reducing the amount of tax collected. 

The 5 per cent tax on candy is re- 
duced by the new bill to 3 per cent. 
This reduction is based upon the con- 
tention of the manufacturers that 
while in one sense candy is a luxury, 
it unquestionably possesses food 
value. 


Take Off Tax on Electric Fans 


An important item upon which the 
tax levied by the war revenue act 
has been repealed is portable electric 
fans. This repeal is said to be based 
upon representations made by many 
hospitals and other charitable insti- 
tutions which have been embarrassed 
because of the high prices at which 
these articles have been sold since 
the passage of the war revenue act 
2arly in 1919. 

A provision of the new bill that 
has already aroused a storm of pro- 
tests substitutes a 5 per cent manu- 
facturers’ tax for the consumers’ 
stamp tax heretofore paid on toilet 
articles and proprietary medicines. 
This change in the method of taxa- 
tion will undoubtedly increase the 
cost of these goods to the consumer, 
and may be expected to draw sten- 
torian remonstrances from all parts 
of the country. 

While the bill repeals the so-called 
luxury taxes heretofore paid by the 
purchasers of certain goods, it im- 
poses a new series at different rates 
to be paid by the manufacturer. The 
wearing apparel taxes, in the main, 
have been entirely eliminated, but 
the following levies, to be paid by 
the producers, have been substituted: 

New Luxury Tax Schedule 

“Carpets and rugs, including fiber, 
if sold for more than $3.50 a square 
yard, 5 per centum; 

“Trunks, if sold 
$30, 5 per centum; 

“Valises, traveling bags, suitcases, 
hat boxes used by travelers, and 
fitted toilet cases, if sold for more 
than $15, 5 per centum; 

“Purses, pocketbooks, shopping 
and hand bags, if sold for more than 
$4, 5 per centum; 

“Portable light fixtures, including 
lamps of all kinds and lamp shades, 
if sold for more than $10, 5 per 
centum; 

“Umbrellas, parasols, sunshades, 
if sold for more than $2.50, 5 per 
centum; 


for more than 


“Fans, if sold for more than $1, 5 
per centum; 

“House or smoking coats or jack- 
ets, and bath or lounging robes, if 
sold for more than $3, 5 per centum.” 

The 10 per cent tax on statuary or 
other art objects is cut by the new 
bill to 5 per cent. Jewelry remains 
at 5 per cent, as in the present law, 
but eyeglasses and spectacles are spe- 
cifically exempted from tax. The 
jewelry tax specifically applies to 
watches and clocks without regard 
to value. 

While Congress in the new bill 
proposes the repeal of the tax on the 
products of the soda fountain and 
the hokey-pokey man, it provides 
for an increase in the cost of these 
articles by levying a flat license tax 
of $10 per annum on all vendors of 
soft drinks, in addition to various 
rates of tax on syrups, carbonic 
acid gas, etc. 

All Transportation Taxes Off Jan. 1 
Next 

Nearly every ‘one of the 110,000,- 
000 inhabitants of the United States 
is directly or indirectly interested in 
the repeal of the transportation taxes 
provided for by the bill. This re- 
peal takes effect January 1, next, 
and wipes out the 3 per cent tax on 
freight, and 8 per cent tax on passen- 
ger transportation and on sleeping 
and parlor car accommodations. The 
tax on telegraphic, telephone, cable 
or radio messages is retained al- 
though several members of the Ways 
and Means Committee have fought 
valiantly to eliminate this impost. 

Additional revisions include ex- 
emption from taxation of salaries of 
the President of the United States 
and the judges of the Supreme Court 
and inferior Federal courts, and also 
amounts recejved by individuals as 
compensation, family allotments and 
allowances under provisions of the 
war risk insurance and vocational 
rehabilitation acts. 

A change is made in life insurance 
company taxation, the bill requiring 
them to pay the normal corporation 
tax in lieu of the levies on 
when written, and all other present 
taxes, except the corporation stock 
tax and certain stamp taxes. or- 
eign life insurance companies would 
pay on the net income from sources 
within the United States. 


policies 


Help American Concerns Abroad 
Another important section of the 
new bill outlines a general plan 
tax American concerns 
tically all of their business 
eign countries only on the 
received from American 
They now are taxed on their entire 
income, which, it is contended, places 


aomng 


sources, 





74 


them at a disadvantage with compet- 
ing foreign houses. 

Personal service corporations, 
freed by the Supreme Court from 
corporation taxes would be brought 
specifically under the corporation in- 
come tax by the bill and provision is 
made that if the partnership tax of 
the 1918 act on individual stockhold- 
ers of such corporations should be 
declared invalid, “there shall, in ad- 
dition to all other taxes, be levied, 
collected and paid on the net income 
received during the calendar years 
1918, 1919 and 1920 by every per- 
sonal service corporation,” a tax 
equal to the taxes imposed under the 


excess profits and income surtax 
provisions of the present law. 
Exemption from tax would be 


granted to farmers’ co-operative pur- 
chasing organizations as well as to 
selling organizations where the ma- 
terials purchased are turned over to 
members of the organizations “at 
actual cost plus necessary expenses.” 

Under the amendment to the es- 
tate tax sections of the present law, 
amounts receivable as insurance 
upon the life of a nonresident dece- 
dent and any monies deposited in any 
bank, banking institution, or trust 
company in the United States, by or 
for a nonresident decedent who was 
not engaged in business in the 
United States at the time of his 
death would be exempt from taxa- 
tion. 

Would Settle Old Claims Promptly 

Some of the new administrative 
features in the bill are designed to 
speed up settlement of claims involv- 
ing back taxes, estimated to total 
$1,500,000,000. 

The time for determination and 
final assessment of any tax due un- 
der the new bill would be three years 
after the return was filed instead of 
five as at present, and the amount of 
tax due under any return made under 
prior tax acts would have to be de- 
termined and assessed within five 
years after the return was made, un- 

28s the Commissioner of Internal 
Revenue and taxpayer consented in 
writing to a later time. 

Provision is also made that no suit 
or proceedings for collection of taxes 
shall be begun after the expiration 
of five years after the date on which 
the return is filed. 

The bill also declares that when- 
ever, after a determination and as- 
sessment in any case the taxpayer 
has without protest paid in whole or 
in part any tax and an agreement is 
made in writing between the tax- 
payer and the Commissioner with 
the approval of the Secretary of the 
Treasury, the case shal] not be 
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opened and “no suit or action to 
change such determination or as- 
sessment shall be entertained by any 
court of the United States.” 

After an assessment is made and 
before final payment of the taxes 
due, interest on the amount would 
be computed at the rate of 6 per cent 
a year, instead of one per cent a 
month as at present. 


This Will Help Some 


Among amendments to income tax 
provisions is one permitting, after 
December 31, 1921, deduction of a net 
loss from net income of the succeed- 
ing taxable year. If the net loss is 
in excess of the net income for the 
next taxable year the bill provides 
that the amount of such excess shall 
be allowed as a deduction in comput- 
ing net income for the taxable year 
following. Under the present law 
losses must be taken for the year on 
which the return is made. 

Another amendment drawn _ to 
meet a Supreme Court decision pro- 
vides specifically for the exemption 
of stock dividends from taxation but 
says, “a distribution made by a cor- 
poration to its shareholders or mem- 
bers shall be included in the gross 
income of the distributees as of the 
date when the cash or other property 
is unqualifiedly made subject to their 
demands.” 

Other changes set forth that the 
basis for determining the gain de- 
rived or loss sustained from a sale 
or other disposition of property of 
any kind acquired after February 
28, 1923, shall be the cost of such 
property, except that in the case of 
property acquired by gift after De- 
cember 31, 1920, the basis shall be 
the same as that which it would have 
been in the hands of the donor or the 
last preceding owner by,whom it was 
not acquired by gift, and in case of 
such property acquired by bequest, 
devise or inheritance, the basis would 
be the fair market value at the time 
of such acquisition. 


How to Figure Loss or Gain 


In the case of the sale or other 
disposition of property acquired be- 
fore March 1, 1913, the basis of as- 
certaining the gain derived or the 
loss sustained shall be the cost of the 
property or the inventory value, but 
if the fair market value as of March 
1, 1913, is in excess of such basis 
the gain to be included in the gross 
income shall be the excess of the 
amount realized over the fair market 
price or value. 

If the fair market price or value 
as of March 1, 1913, is lower than 
such bases, the deductible loss is the 
excess of the fair market price or 
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value as of March 1, 1913, over the 
amount realized. 

In the case of the exchange of 
property, the bill provides that no 
gain or loss shall be recognized un- 
less the property received in ex- 
change has a readily marketable 
value and even then exceptions are 
made in several specific cases. 

To meet the terms of another de- 
cision of the Supreme Court, the bill 
defines capital gain and capital loss, 
declaring the former to mean “tax- 
able gain from the sale or exchange 
of capital assets, consummated after 
December 31, 1920,” and capital loss 
to mean “deductible loss resulting 
from the sale or exchange of capital 
assets consummated after December 
$1, 1920.” 


“Capital Assets” Defined 


Capital assets are declared to in- 
clude “property acquired and held by 
the taxpayer for profit or investment 
(whether or not connected with his 
trade or business), but does not in- 
clude property held for the personal 
use or consumption of the taxpayer 
or his family, or stock in trade of 
the taxpayer or other property of a 
kind which wéuld be included in the 
inventory, if on hand, at the close of 
the taxable year.” 

In the case of any taxpayer other 
than a corporation whose ordinary 
net income and capital net-gain to- 
gether exceed $32,000, the taxes paid 
would include the regular income and 
surtaxes on the ordinary net income 
plus 15 per cent of the capital net 
gain, or less 15 per cent of the capi- 
tal net loss, as the case might be. 

Another legislative feature amends 
the liberty loan acts to make clearer 
exemptions from income tax of the 
interest on liberty bonds, but it is 
officially stated that no substantial 
change in the amounts of such in- 
terest to be exempted has been made. 

This Board Will Be Busy 

With a view to simplifying pres- 
ent tax return forms, the bill pro- 
poses creation of a “tax simplifica- 
tion board” to be composed of three 
members representing the public, to 
be appointed by the President; and 
three members, officers of the In- 
ternal Revenue Bureau, to be ap- 
pointed by the Secretary of the 
Treasury, the public representatives 
to serve without pay. The board 
would report progress to Congress 
each year, and would cease to exist 
after December 31, 1924. 

Chairman Fordney figures that the 
nation’s tax bill will be cut by this 
measure approximately $7 per capita 
per annum, counting men, women 
and children 
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Colored Lights for Windows 


F you want your show windows 
to stand out as a real treat to 
the eye, if you’re after a reputation 
for artistic displays, if you like the 
idea of folk coming into the store 
half sold—then the latest and most 


the reflector easily, in a moment’s 
time. This serviceable equipment 
makes colored window lighting a 
simple matter. 

Due attention must be given, of 
course, to color harmonies and to the 














convincing argument is colored win- 
dow lighting. 

Colored lighting formerly was im- 
practical for the average merchant 
because it could only be accomplished 
by much fussing with makeshift 
methods. The colored gelatin which 
screened the lamps soon faded and 
cracked; dyes in which the bulbs 
were dipped behaved in the same un- 
satisfactory way. But recently, im- 
proved colored lighting units have 
been placed on the market which 
solve the problem neatly for even the 
small retailer. 

A simple window display reflector, 
containing a 150-watt lamp, is pro- 
vided with a screen of colored gel- 
atin or glass which will withstand 
the heat of the light, will not fade 
nor crack, and may be fastened to 


Making the World 


With the object of placing casters in 
he class of a quick turning, profit 


‘cing line for the hardware dealer 
to handle, The Bassick Co., Bridgeport, 
Conn., has planned a new and exten- 
sive merchandising campaign based on 
the slogan of “Fill That Neglected 
An extensive advertising cam- 
Paign will be carried on through the 
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way in which colored light modifies 
the hues of objects. The color of 
any surface, as it appears to the ob- 
server, depends upon the light rays 
which travel between the object and 
the eye. White light contains rays 
of all colors. In daylight, which is 
whiter than ordinary electric light, 
many materials have a different ap- 
pearance than that which they pre- 
sent under the mazda. When light 
of a distinctly different color is in- 
troduced, as in novel show window 
effects, the changes are, of course, 
even greater. 

People enjoy color—and colored 
light is even more of an attraction. 
The novel and artistic effects which 
the retailer may obtain with it are 
unlimited, and the results can be 
measured in increased sales. 


“Caster Conscious 


hardware trade papers, popular maga 
zines, and newspapers, as well as by 
the distribution of show cards, counter 
displays and literature to both whole- 
sale and retail dealers. 

In announcing the campaign The 
Bassick Co. makes the following state 
ment: 

“Realizing that in the past casters 
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had been considered as necessary evils, 
and that the consuming public was rot 
‘caster conscious,’ we set about early 
last spring investigating the dealer 
and consumer markets in an endeavor 
to find out what could be done to im- 
prove this condition. We found that 
the average housewife had no concep- 
tion of the value of first class casters 
in protecting her furniture, floors and 
floor coverings. Home owners were 
having their floors marked and rugs 
torn continually by poor casters. Their 
furniture was becoming rickety be- 
cause the casters (if there were any) 
refused to function as they should. The 
right casters were not on the right 
jobs. We also found that no effort 
had ever been made to put casters into 
a merchandisable form so that hard- 
ware dealers could intelligently sell the 
proper casters for the proper job. 

“Thus the first task which presented 
itself was the selection of a group of 
casters which would satisfy all the or- 
dinary household demands. After ex- 
haustive investigations and tests four- 
teen different types of casters were 
chosen. These fourteen casters were 
made of the best available material and 
designed on the most approved lines 
with their ultimate use constantly in 
mind. With these investigations as a 
basis, we then recommended each one 
of these types for a particular job in 
the home. 

“To facilitate their sale and to be 
sure that the right caster would be 
used in every case, we then designed 
a distinctive package holding one set 
of four casters. On the end panels we 
marked in large type the specific use 
to which the casters inside should be 
put; for instance, ‘For light furniture 
on covered floors,’ ‘For heavy furniture 
on uncovered floors,’ ‘For chests, util- 
ity boxes, etc., on uncovered floors,’ ete. 
Thus when a customer went into a 
hardware store to buy casters all the 
dealer had to do was to ask what kind 
of furniture the casters were for and 
on what kind of floors they were to be 
used, turn around, pick out the proper 
set of casters, pass it over the counter 
and ring up the in- 
structions for applying the casters were 
placed in each box together with a small 
tool for removing the old sockets where 
the casters were to be used for replace- 
ment. 

“Now the only problem left was 
of acquainting the trade and the « 
suming publie with the fact that 
were available and 
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casters could be sold easily 


sale. Complete 


that these 
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casters 
absolute confidence that his 
were getting the 
ers available for whatever servi 
required. To 
trade paper and national advertising is 
heing done, direct mail work is being 
carried on with dealers and a list of 
jobbing distributors are 
ed to distribute the 
the country. The entire merchandising 
plan is interestingly told in ‘The Story 
of the Neglected Inch.’ a i ed 
tion of which has been distributed to 
the jobbing trade.” 
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August Brings Canning Supply Ads— Well Written Ads 


on Fishing Tackle, Electric Washers and Aluminum Ware 


Fruit Jars and Canning Supplies 
No. 1 (2 cols. x 6 in.) 

Now is the time when housewives are 
starting the annual canning of fruits 
and for several weeks a few ads on 
jars and supplies will help move your 
stock. 

Here is an ad sent us by the J. G. 
DePrez Co., Shelbyville, Ind., in which 
jars and supples are featured. Both the 
screw top and glass lid jars are listed 
and this is a good feature because many 
housewives seem to prefer one kind or 
the other. 

The fact that the ad announces 
prices reduced at the height of the 
canning season makes it all the more 
attractive and if you want to clear out 
your stock this is the way to do it. 
Many housewives will buy for next year 





A “1900” ELECTRIC WASHER 


IN YOUR HOME 
Means Increased Comfort, Happiness and Health. 





IT SAVES IT SAVES 
TIME CLOTHES 
AND AND 

MONEY. HEALTH. 











Nothing is more trying in warm weather than a tong day spent 
ever a wash bogrd; Why not save yourself thit drudgery and have 
your washing done better and quitker by 

A 1900" ELECTRIC WASHER? 
iT 18 MOT A LUXURY BUT A MONEY SAVER 


Free Trial—Easy Terms and an Absolu'e Guarantee. 





On and after June 4th thie Store will 
sfterncens during june, du 
evening til! 9p. m 


SUMNER CO. 


MAtn St. MONCTON N.B 


close at 1p. m. Seturday 
¥ Auqguet and September. Open Friday 














In which the washer iz 
please 


guaranteed to 





if prices are made sufficiently attrac- 
tive. 

Good Ad on Aluminum 
No. 2 (7 in. x 9 in.) 

G. T. McWhirter, manager of the 
Pinon Hardware & Furniture Co., 
Mountainair, N. M., hit upon a live 
scheme to boost business. He prepared 
a special 8-page circular on “Decided 
Price Reductions” and circulated them 
broadcast. The circular from which 
the page reproduced herewith is taken 
was well printed on coated paper and 
profusely illustrated. 

The introductory copy used in this 
circular is specially good. It reads 
as follows: “Carefully study these low 
prices and you will readily see that 
there is no need of sending your money 
away from Mountainair. There is a 
big cash saving for you at home. Keep 
your money at home and save the 
transportation charges. As you pros- 
per, we prosper. As we prosper, you 
prosper. The farmer, consumer and 
merchant cannot do without each other. 
This book is strictly a Mountainair 
product.” 

The keynote of the whole book!et is 
home progress and trade in your own 
town. The thought is well worked out 
and thinking neighbors who receive a 
copy of the Pinon booklet will reach 
the conclusion that it is best for mutual 
welfare to patronize merchants of their 
locality. 

The page reproduced features alumi- 
num ware and a special opportunity to 
share in a combination sale which en- 
ables the purchaser to obtain a 6-cup 
aluminum coffee percolator for 1c. 

We call attention to the excellent 
illustrations used in this Pinon book- 
let. These cuts are really 50 per cent 
of the booklet’s strengh. They show 
the merchandise accurately and in de- 
tail. 

Mr. McWhirter wants our opinion of 
his effort and no doubt by this time he 
is aware of the fact that it is favorable. 
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In fact, we consider it one of the neat- 
est circular-booklets we have seen for 
some time, quite apart from the idea 
that actuated it which, of course, sets 
it apart from ordinary circulars and 
gives it special significance. 

Other items featured in the eight 
pages include fruit jars and canning 
supplies, alarm clocks, plows and culti- 
vators, cutlery, poultry fencing, razors, 
cream separators, axes, saddlery, re- 
frigerators, rifles. The presentation of 
Winchester rifles is specially interest- 
ing and attractive. On the last page 
flashlights are shown and a very inter- 
esting talk on bolt service and bolt 
prices is given. The talk points out 
that a farmer heretofore had to wait 
several days or a week for a bolt but 
because of Pinon bolt service, he can 
get the bolt he needs at the Pinon store. 
\A table of carriage bolts is then printed 
and a price of 5c quoted for a single 
lot and very low prices for an order 
lof ten bolts of any size. This price is 
not quoted and acts as an incentive 
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Fruit Jar Prices 
Reduced 


At the J.G. DEPREZ CO.’S Big Busy Store 


PHONE US YOUR FRUIT JAR ORDERS 
WE DELIVER PROMPTLY 


BALL MASON FRUIT JARS 
With Screw Top Lid 
One-half pint Mason Fruit Jars, per dozen. - Ain 
Pint Mason Fruit Jars, per dozen.-....-- 0c 
Quart Mason Fruit Jars, per dozen whe 


Half-gailon Mason Fruit Jars, per dozen....91.45 
~ 1 ‘ 
IDEAL BALL FRUIT JARS 

With Glass Lid 

One-half pint Ideal Fruit Jars, per dozen (m0 

Pint Ideal Fruit Jars, per dozen | Cd 

Quart Ideal Fruit Jars, per dozen #110 

Halt-galion Ideal Fruit Jara, per dozen #155 
Sealing Wax, Extra Lids, Paraffin Jolly Glass 


The J. G. DePrez: Co. 


18-20 PUBLIC SQUARE 





Shelbyville’s Greatest Store 














All aboard for the canning season 
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WITH ROD OR GUN 

















Casting Rods from $2.75 up 
A 4-foot Steel Rod, Agate Tips and Guides, $5.00 


22 Winchester Rifle, Model 06, 
See the Winchester Tournament Trap Gun, $175.00 in Our Stock Display. 








South Bend lures that are the real goods. 
Come in and look them over. 


A DAY IN THE OPEN 


Let Us Outfit You for Your Vacation 








28.50. 


Faut Hardware Co. 


Faut’s Service Outlasts All Memory of Cost. 
®= YOU CAN GET YOUR HUNTING LICENSE AT OUR STORE 










Reels, $1.50 to $15 


Aluminum Tea Kettles 
N 7, Capacit tarts 
No 7%, Capa 


luminum Sauce Pan Set 
“ontaine three needed siz 
rt. Highly polished 


| = 
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Piron Hardware & Furniture Co., Mountainair, N. M. 
3 == fal SAA 
FO me RIMES eg, aie 
Aluminum _— s— =e ees TT Aluminum 
(he Days of Cofee \ Coe 
Percolator Percolator 
Real Sport ! in combination for the sum of 
1c 1c 
Bshing isn’t a matter of luck. It’s | A KITCHEN withou Sispla alu 
having the right tackle. : a oe gf “Por eet 
We have just received a shipment of 





Aluminum Convex Covered Kettles j 
$ quart $1.20 
> quart $1.50 


10 
Qe Tipped Aluminum Preserving Kettle 
& quart $1.85 





$2.00 
$2.75 


Aluminum Sauce Pan, | yu 25x 
Aluminum Stew Pan, | rt 45¢ 











to the farmer to buy his bolts in lots. 
A Real Sporty Ad 


No. 3 (3 cols. x 10 in.) 

The Faut Hardware Co., Brookfield, 
Mo., sent us this ad and it is the sort of 
sport goods ad which will get the at- 
tention and trade of the local sports- 
men. 

To begin with, the announcement is 
exceptionally well arranged. The 
heading and center display together 
with the cut make it plain in an in- 
stant what the ad is talking about. 
The top cut and cuts of the rod and 
reel print well. Prices complete the 
appeal. Quality of tackle is the key- 
note of the ad and the suggestion that 
good luck in fishing is a matter of good 
tackle makes a strong appeal even if 
every reader doesn’t quite agree 
with it. 

As a tailpiece to the ad, the rifle is 
shown which is a popular model at a 
modest price. A lure to visit the store 
is offered by the display of the trap 
gun. 

Note at the close of the ad the line 


concerning hunting licenses. This is 
a mighty good line to add to your 
announcements now that the season 


approaches. It will be an unapprecia- 
tive sportsman who won’t at least look 
over your stock and that gives you the 
opportunity for salesmanship. 

Our one suggestion concerns the use 
of the band at the top of the ad. It is 
better from a display standpoint to 
omit the border when bands are used 





but one must appear at top and an- 
other at the bottom of the ad. If you 
use a border, omit the bands. 


A First-class Washer Ad 


No. 4 (2 cols. x 7 in.) 

The Sumner Company of Monston, 
N. B., sent us this ad and G. V. White 
of the publicity department of the firm 
wants to know what we think of the 
effort. 

We would put it down as a good, 
snappy washer appeal, brief but full of 
compelling points. In fact, it is one of 
a very few similar ads that we have 
ever noted bringing in the point that a 
washer is a money-saver, whch t un- 
doubtedly is. 

The copy also brings out the point 
of saving labor and escaping the 
drudgery of the washboard in warm 
weather. 

The line: “Free trial—easy terms— 
absolute guarantee,” ought to goa long 
way toward convincing those not in- 
clined to shop around to make com- 
parisons. In fact, we wonder why such 
a line doesn’t appear in more washer 
and vacuum cleaner ads. Many folks 
don’t like to shop around and as a re- 
sult they don’t buy. Such a line wou!d 
reassure them and suggest that shop- 
ping around wasn’t so necessary. 


John Gamble Dead 
John Gamble, superintendent of A. J. 
Reach Co. for the past thirty years, 
died Aug. 11 at his summer home, 


Above—A special 1c. offer on aluminum ware 
Left—A sport goods ad with real sales power 


Somerton, Philadelphia, Pa., in his 
sixtieth year. 

Mr. Gamble had been in the employ 
of the A. J. Reach Co. for the past 
thirty-two years. He was a member 
of St. Barnabas’ Protestant Episcopal 
Church and was its warden at the time 
of his death. Mr. Gamble’s character 
was referred to in a testimonial letter 
received a few days ago by the A. J. 
Reach Co. as “loyal, dependable, and 
with an integrity as steadfast as a 
great rock.” 


OUR EDITORIALS 


Aue. 11, 
Editor HARDWARE AGE,. 
New York City. 
My DEAR SIR: 

I cannot help but compliment you 
upon the editorials in the last several 
issues of the HARDWARE AGE. Your 
editorials are always good, but the 
last several issues are exceptionally 
If business men generally and 
those in the hardware trade particu- 
larly would read carefully these ed- 
itorials and digest them, and apply 
the principles to every-day life we 
think they would be greatly bene- 
fited. 

With kind regards, I remain, 

Yours truly, 
GEO. F. GRAHAM, Manager, 
Atlantic Coast Hardware Co., 
Boston, Mass. 


1921. 
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/MARKET REPORTS 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 

















Office of HARDWARE AGE, 
239 West 39th Street, 
New York, Aug. 22, 1921. 


“™ ENERAL business conditions in 

(5 the local hardware market are 
showing signs of gradual im- 

provement, buying on the part of re- 
tailers for fall shipments is increasing 
to a slight extent, and price reductions 
continue to occupy the principle atten- 
tion of both jobbers and retailers. 

Jobbers for the most part are ad- 
vising their customers to buy in mod- 
erate quantities, and they insist that 
the only sound policy for the average 
retailer at the present time is to keep 
his stock well diversified to meet the 
demands of his local trade. Dealers 
who are buying at present seem to be 
anxious, jobbers say, to have prices 
gauaranteed against further decline, or 
else request protection from the jobber 
on late fall and winter orders. A num- 
ber of jobbers are reported to have 
guaranteed protection to dealers as far 
as it is possible for them to do so. 

Among the important price changes 
reported during the past week by local 
jobbers were the following: 

American files take a discount of 
66 2/3 and 5 per cent. 

Wright Jennings bits take a discount 
of 15 per cent. 

Russell Jennings bits take a discount 
of 5 per cent. 

Clark’s expansive bits take a discount 
of 15 per cent. 

Set screws take a discount of 66 2/5 
and 5 per cent. 

Cap screws take a discount of 66 2/3 
per cent, 

Railroad picks take a discount of 40 
per cent. 

Mattocks and grub hose take a dis- 
count of 40 per cent. 

Contractor picks take a discount of 
33 1/3 per cent. 

Weather strips have declined. 

Curry combs No. 500 are now quoted 
at $2.40 per doz. 

Curry combs No. 1400 are now quoted 
at $2.70 per doz. 

Zinced oilers now take a discount of 
20 and 10 per cent. 

Wood rakes have declined. 

Malleable D handles, wood grip, are 
now quoted at $2 per doz. 

Malleable D handles, all iron, are now 
quoted at $3 per doz. 
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NEW YORK 


Liberty halter and coin chains take a 
discount of 30 and 10 per cent 

Liberty machine chains take a dis- 
count of 40 per cent. 

Irwin auger bits take a discount of 
25 and 5 per cent. 

Steel squares now take a discount of 
40, 10 and 5 per cent off Sargent’s list. 

Jobbers report the following an- 
nouncements from manufacturers: 

Holt & Lyon, Tarrytown, N. Y., egg 
and carpet beaters, have issued a new 
discount sheet dated Aug. 25, showing 
lower prices. 

The Textile Products Mfg. Co., St. 
Louis, Mo., has reduced the prices on 
grass catchers. 

Western Automatic Machine Tool Co., 
Elyria, Ohio, has reduced the prices on 
set and cap screws. 

The most important reduction re- 
ported by jobbers is the reduction of 
approximately 124% per cent on the full 
line made by the Nicholson File Co., 
Providence, R. I. 

Edwin Hills, Plainville, Conn., has 
reduced the jobbers’ price list dated 
Aug. 15. 

Covert Saddlery Works, Interlaken, 
N. Y., saddlery hardware, has issued a 
new price list with downward ten- 
dencies. 

The Consolidated Fruit Jar Co., New 
Brunswick, N. J., has issued a new price 
list on oilers and spouts, dated Aug. 10. 

The Erie City Mfg. Co., Erie Pa., an- 
nounces that it does not anticipate any 
change in prices for its line in the near 
future, accordng to the report of a local 
jobber. 

H. B. Brinser Handle Co., Richmond, 
Va., has reduced prices on snaths an‘J 
agricultural tool handles. 

Automobile Accessories. — Automo- 
bile accessories in general are not in as 
much demand as they were a month 
ago. A few items are actually scarce 
and very much in demand, but the gen- 
eral line does not seem to take much 
interest according to the local jobber. 

Luggage carriers, bumpers, tire 
pumps, etc., are selling very good. It 
is said, however, that if the touring sea- 
son extends along to the fall better 
business may be expected in the gen- 
eral line, especially in cold weather spe- 
cialties. 


Ash Sifters.—Jobbers are receiving 


small orders for future delivery. 
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Jobbers’ quotations f.o.b. New Yor! 

Heavy steel galvanized ash sifter, rotary 
wire sieve, iron brace bands, $30 per doz. 

Crated, $33 per doz. 

Axes.—Jobbers do not expect any 
price revision on axes for some time 
and report that there is some improve- 
ment in the situation in this section. 

Jobbers: quotations f.o.b. New York 

House axes, ebony finish, 2% lb., $12 per 
doz. 

“Fall City’’ axes, 2% 1b., $13.50 per doz. 

Leng Island handled axes, 2% to 2% Ib., 
$19.50 per doz. 


Second quality, 36-in. handle, 4 to 5 Ib. 
$19 per doz. 

Flint edge, Rockaway, pattern, 4 to 5 Ib., 
$20.75 per doz. 

Connecticut pattern, handled axes, 3 ta 


3% Ib:, $19.50 per doz, 

Bolts and Nuts.—The local market is 
not very firm, and there are many 
rumors of price changes. Interest is 
only mild. 

Jobbers’ quotations f.o.b. New York: 

Common carriage bolts, % x 6 and 
smaller, 50 per cent to 50 and 5 per cent; 
longer and thicker, 45 per cent to 45 and 5 
per cent. 

Machine bolts, % x 4 and smaller, 50 and 
10 per cent to 50, 10 and 5 per cent; larger 
and thicker, 50 per cent to 50 and 5 per cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller 75 and 10 per cent; larger and 
thicker, 70 per cent. 

Tinners’ rivets, 60 per cent. 

Hexagon machine screw nuts, iron, 40-5 
per cent; brass, 4/32 to 8/32 in., 75 per 
cent; 10/32 to 12/32 in., 65 per cent; 
14/32 in., 60 per cent. 

Lock washers, 50 per cent. 

Toggle bolts, steel, bright finish, 6% per 
cent. 

Iron rivets, 60 per cent; solid copper riv- 
ets, 40 per cent. 

Buillders’ Hardware.—According to 
all reports building is still on the in- 
crease in a slow but steady way. In 
the suburban districts dealers are se- 
curing small orders but seem reluctant 
to order of the jobber for anything but 
current requirements. 

Cider Mills and Wine Presses.— 
Local stocks are good and prices are 
firm. Interest is fair for both mills 
and presses. 


Jobbers’ quotations f.o.b, New Yor! 
“ider Mills, junior size, $383 each 
medium size, $42.25 each net; senior siz 

$55 each net. 

Wine Presses, popular sizes, range accord- 
ing to size from $8.25 each net to $16.5! 
each net. 


Coffee Mills.—Stocks are adequate 
for the mild interest being shown in the 
local market. Prices are steady. 

Jobbers’ quotations f.o.b. New York 


_ Coffee mill, glass hopper, metal parts 
jlapanned, holds 1 Ib. coffee, $11 per «oz. 
Same, slightly different shape, $14.25 per 
doz, 


Cotton Gloves.—Interest for cotton 
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gloves seem to show a slight weekly 
mcrease, and jobbers say they are 
pleased with both prospective sales and 
the present orders on hand for future 
delivery. Prices are firm. 


Jobbers’ quotations f.o.b. New York: 

Cotton gloves, white canton flannel, 
knit cotton wrist, light, $1 per doz. pair, 
net; heavy, $1.75 per doz. pair, net. Heavy 
weight white canton flannel, cuff lined, with 
heavy stiffened material, regular style, $1.75 
per doz. pair, net; leather faced, $4 per doz. 
pair, net. 

Farming Tool Handles.—Dealers are 
showing mild interest and _ jobbers’ 
stocks are jn fairly good condition. 
Prices appear to be steady. 


Jobbers’ quotations f.o.b. New York: 


with 


Hay fork handles, bent, 5 ft., $4.75 per 
doz.; 6 ft., — per doz.; hay fork handles, 
ants ht, 5 , $4 per doz.; 6 ft., $6.40 per 
doz 


Long handle manure fork handle, $4.20 per 
doz.; wooden D manure fork handle, $6.60 
per doz. Six-ft. rake handle, $5.90 per doz. 

Sh: unk hoe handles, $2.20 per doz. Spade 
handles, $6.75 per doz. 

Malleable D spading fork handle, $5.45 
per doz., plus 5 per cent. Wooden D spad- 
ing fork handle, $6.69 per doz. 

Bundle lots 5 per cent off. 

Football Goods.—Reports indicate a 
good business for football equipment. 
Jobbers believe that the supply will be 
adequate, though there is some talk of 
a scarcity in shoes, pants and sweaters. 

Galvanized Ware.—There has been 
little increase of interest in the gal- 
vanized sheet market. Buying con- 
tinues very close. Local houses report 
that prices are unlikely to drop any 
lower for the present. 

Prices to retailers, f.o.b. New York: 

Galvanized sheets, No. 28 gage, $5.25 to 
$5.50 per 100 Ib. 

Jobbers’ quotations f.o.b. New York: 

Galvanized pails, 8 qt., $2.35; 10 qt., $2.70; 


12 qat., $2.95; 14 qt., $3.30; 16 qt., $4 per 
coz, 

Galvanized wash tubs, No. 1, $7.85; No. 
2 $8.80: No. 3, $10.25; all per doz. 


Ice Scrapers.—Dealers are showing 
mild interest for ice scrapers by plac- 
ing small orders for fall delivery. 
Prices are firm and jubbers say they do 
not expect a change. 


Jobbers’ quotations f.o.b. New York: 

Iee scrapers, solid shank, steel blade, 
rough finish. 6% x 54 in., 4 ft. handle, $6.2 
per doz. Solid shank shaper, extra quality, 
tempered steel blade, 7 x 6 in., % in. pol- 
ished and painted blue, 4 ft. handle, $7.50 
per doz. Ice scrapers, socket extra heavy, 
Tin. blade, 6 in. deep. % in. polished and 
painted blue, 4 ft. handle, $10 per doz. Ice 
scrapers, extra heavy, solid shank, double 
beaded blade, 8 x 6 in., heavy iron ferrule, 
4% ft. handle, $10.40 per doz. 

Ice Skates.—Although there is not 
much business even for future delivery, 
dealers are making inquiries for ice 
skates and a few small orders are be- 
ing received. 

Jobbers’ quotations f.o.b. 

Men and boys, all clamp club skates 
Sizes § to 12 in., 91le. to $1.18. Men and 
bers, all clamp hockey skates, runner cast 
steel, all parts nickel plated, sizes 9% to 
1% in. $1.24 to $1.63. Canadian hockey 
tes for men, women and children, nar 

foot plate, sizes 8 to 11% in., Me. to 
Women’s and children's club skates 
leather back and strap, sizes § to 1! 
lished cast steel runners, $1.15. to 


New York: 





$1.4 Women’s and children’s clamp hockes 
$14 Women’s and children’s clamp hockey, 
skates. russet leather back and strap, run 
awe made of cast steel, nickel plated, $1.51 


Lanterns.—Stocks have become en- 
tirely adequate for the slight deman:l 





for lanterns. 
Jobbers’ quotations f.o.b. New York: 


Lo tin lanterns, $9.50 per doz. Victor 
nterns, $9.50 per doz. Monarch tin lan- 
erns, $9.50 per doz. Junior brass lanterns. 
$18 per dos. Blizzard tin lanterns, $14.50 
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$14.75 per 
$18.50 per 

Little 
Eureka 


Buckeye dash lanterns, 
Roadster wagon lanterns, 
De Lite lanterns, $14.50 per doz. 


per doz. 
doz. 
102. 
Wizard lanterns, 
driving lanterns, plain lens, $19 per doz. 
Watchmen’s mill lanterns, enamel finish, 
$25 per doz. Imperial platform lanterns, 
$9.75 each 

Linseed Oil—Local holders report 
that the market has a slightly weak 
undertone in this district. 


Prices to retailers, f.o.b. New York: 

Linseed oil, car ots, 75c. to 77c. per gal.; 
less than car lots but more than 5 bbl. lots, 
78c. to 80c. per gal.; single bbl. lots, 81c. to 
83c. per gal.; boiled oil is 2c. extra per gal.; 
double boiled oil is 3c. extra, and oil in half 
bbl. lots is 5c. extra per gal, 

Nails.—Jobbers still report that the 
market is to a large extent negotiable 


Stocks are apparently adequate 


$11.75 per doz. 


Jobbers’ quotations f.o b. New York: 
Wire nails, $3.50 to $3.70 base, per keg. 
Cut nails, $4.40 to $4. 45 base, per keg. 


Coated nails, $3 base, per keg. 

Wire nails, 1 lb. papers, are being quoted 
at 75 ner cent. 

Wire nails, 4% lb. papers, 60, 10-10 per 
cent; wire brads, 1 lb. papers, 75 per cent; 
wire brads, 4 Ib. papers, 60, 10-10 per cent. 


Naval Stores.—Though there has not 
been much improvement in the condi- 
tion of the naval stores market, reports 
indicate that there is more basis for 
optimism on the part of dealers than 
there has been for some time. Supplies 
in all items appear adequate. 

New York: 


Prices to retailers, f.o.b. 


Spirits of turpentine. 62c. to 66c. 

Rosin, yard basis, 280 lb. to a bbl. B 
grade, $4.90; D and FE grade, $5.05; F grade, 
$5.20: G grade, $5.25: H grade. $5.35: I 
grade, $5.40: K grade, $5.60; M grade; 
$5.65: N erade, 5.80: WG grade, $6.65, and 
WW, $7.05. 


Rat and Mouse Traps.—lInterest. for 
traps is very mild and stocks appeat 
adequate with firm prices. 


Jobbers’ prices f.o.b. New York: 

“Out Sight’ rat traps, $1.45 per doz.; 
“Out Sight’? mouse traps, 75c. per doz.: 
“Victcr’’ mcuse traps. 25c. per doz.; ‘Hold 
Fast’’ mouse traps, 27c. per doz. 

Roller Skates.—According to local 


jobbers, dealers are showing but slight 


interest for roller skates. Prices are 
firm and stock adequate. 
Jobbers’ quotations f.o.b. New York: 
Extension roller skates, steel foot plate 


and back, extend 7% to 9% in., cast iron 
rclis, web heel and toe straps, $1.10 per 
pair. Same, better grade, $1.20 per pair. 
Extension skates, with tops, trucks, clamp 
made of cold rolled steel, rubber cushioned, 
extension 7% to 10 in., half strap heel. 
clamp toe, plain steel roll, $2.10 per pair 
Extension ball-bearing roller skates. for 
men, nickel-plated, $2.65 per pair Same, 
for women, $2.75 per pair. 

Rope and Twine.—As the fall ap- 
proaches it is likely that there will be 
increased demand for binder twine. A 
local authority reports that there is a 
higher price on jute, which some bhe- 
lieve will be reflected in higher prices 
for twine. There is also evidence of a 
possible scarcity in jute, it is said, and 
it is believed that this may cause a 
higher quotation on binder twine he- 
fore long. There has been no change 
in the rope situation, and the general 
market is fairly quiet. 
quotations f.o.b. New York 
rope, No. 1 grade, 16c. to 19's 
manila, No. 2 grade. 15e. per Ib 
No. 3 hardware grade, 12c. per Ib 
1 grade, 13c. per Ib.; sisal, No 
per Ib. Bolt rope, 20c, to 22 


Jobbers’ 

Manila 
per Ib.; 
manila, 
Sisal, No. 
grade, lle. 
per Ib 

Lath yarn, 18c. to 15¢c. per Ib. 
ping twine, 8c. to Re. per Ib 
hemp twine, No. 9, 15e. to Iie. 

Screws.—Reductions of two weeks 
ago on machine screws has not as vet 


shown any tendency to increase the de- 


Jute wrat 
Indian 
per Ib 
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mand. Stocks are reported ample and 
some local authorities consider the 
screw market somewhat weak. 
eB quotations f.o.b. New York: 
; ood screws.—Flat head, bright, 7746-15 
pe r cent; flat head, galva nize d, 6245-15 per 
ce nt; round ead, blued, 75-15 per cent; 
one sane, ! led, 65-15 per cent; round 
brass = ~ per cent; flat head, 
as Ss, 72 er cent; round head, brass 
nickeled, 5-20 per cent ‘ 
Machine Screws.—Iro; flat and round 
80-10 per cent; brass, flat ay 1d round. 75 p r 
al iv * 


cent, 
Shovels.—Although some ear! ly fu- 


tures on snow shovels and furnace 
scoops are being received daily, the 
general line is receiving only fa‘r :n- 


terest. Stocks are said to be in -10d- 
erately good condition. 













Jobbers’ prices f.o.b. New 

Lore handled, steel sn¢ $4.50 per 
doz.: D handled, steel snow shovel, $5.50 per 
doz.; D handled, hollow ba ack, furnace scoop 
$5.75 per doz.; long han lle <d, hollow back 
furnace sccop, 35 per doz riveted back 
furnace scoop, long led, ) pe loz.: 


D handled, ) 

Sleds.—The shortage of last year has 
probably influenced some cautious re- 
tail dealers to send in their orders ac- 
cording to jobbers’ reports. Prices are 
steady and an increasing demand is ex- 
pected. 


Jobbers’ 


$10.50 we 





prices f.o.b 
Flexible Flyer sleds, 
in. wide, 6 in. high, 
long, 13 in. wide, 5 
47 in. long, 14 in. wide, 7% in. hig 
each; No. 4, 52 in. long. 14 in. wide, 77 
high, $7 each. Junior Racer, 49 in. 
in. wide, 6% in. high. $5.50 each: 
in long. 13 in. wide, 744 in. high, 
No. 5, 63 in. long, 16 in. wide, 
$9.50 each. No. 4, with one pair of foot 
rests, $7.75: No. 5. with two pair of foot 
rests, $11. Discount of 25 per cent from fac 
tory 3345 per cent from New York stock 


Spring Balances.—Although there 
has been no great demand for spring 
balances as yet, jobbers seem confident 
that interest will increase shortly. 

New York: 


New York 
No. 1, 38 in. long, 12 
$4.50 eac No. 2, 42 in. 
6 in. high, 1; No 





$6.50 
7, in 
long, 12 
Racer, 57 
$6.75 each; 
8 in. high, 


Tobbers’ quotations f.c.b 


Sportsmen's spring balances, brass, nickel 
plated, capacity 15 lb. by % Ib., $4.75 per 
doz. 


Straight spring balances, brass front, to 
weigh 25 Ib. by % Ib., $1.50 per doz.; to 
Weigh 50 Ib. by 1 Ib., $3 per doz.: to weigh 
100 Ib. by Ib., $48 per doz.; to weigh 150 
Ib. by 1 Ib., $69 per doz. 

Iron clad ice balances, iron case, 
brass nickel plated dial, to weig 
5 Ib.. $4.50 each net: to weigh 
Ib., $5.25 each net; 
$5.75 each net. 

Circular spring balance weighs 10 Ib. by 


jap anned, 
0 Ib. by 





200 Ib. by 
to weigh 400 Ib. by 5 Ib., 





unces, ¢ nameled dial, 614% in., nickel p ater 1 
rim, porcelain enameled pan, 10% in., $ 0 
each net. Circular spring bala w 

10 Ib. by ounces, enameled dial ! 
scoop, 7x 10x 2% in.. $3 each net. Circular 
spring balance weights 40 Ib. by 2 ounces 
white enameled dial. 6% 4n., galvan 
scoop, 18x 14 x7 in.. $5 each net Circular 
spring balance, brass front, weichs 20 I 


by ounces, 
each net 


pan 11 in. in diameter, $ 


Strainers.—There is at present a 

mall demand for strainers used i 
serving. The general line, however, 
has not quite equaled business usually 
done at this time of the year. The re- 
cent revision of prices has broicnt a 
slight increase, and jobbers expect that 
more interest will be shown shortly. 

Tobbers’ prices f.o.b. New York 

Woed handle strainers, high st 
twilled cloth, maroon 
0 per doz.; same, 2% ur 
doz 3% in. handle, $1.05 pet 
handle, $1.25 per doz. F 

0 mesh, twilled cloth. 

1, in Sd per doz o1 P 

Stove Pipes and Elbows wks are 
ample at firm prices. In suburban dis- 
tricts dealers are reported to be stock- 
ing in small quantities. 


pre- 








t 


ers 
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Jobbers’ quotations f.o.b. New York: A 
Stove pipe. black iron, No. 28 gage, 12 
lengths to the bundle, 4-in., $1.95; 4%-in., 


$2.95: 5-in., $2.45; 5%4-in., $2.70; 6-in., $3 


a De ee en, te 28 gage, 1 doz. to 
a bundle, 4-in., $1.90 per doz.; 4%-in., $2.05 
per doz.; 5-in., $2.20 per doz.; 5%-in., $2.40 
per doz.; 6-in., $2.75 per doz. 

Tree Holders.—There is a slight in- 
terest being shown by local dealers for 
this class of goods, but it is, of course, 
a little too early to expect much busi- 
ness in tree holders. Jobbers report 
that they expect no further decline 
throughout the year. 

Cast iron tree stands, L 
with gold bronze, 2 in. opening, 
net: 3 in opening, $16.75 per 
“Gem” tree stand, $5.75 per doz. 

Toys.—Jobbers seem to be of the 
opinion that there will be a good holi- 
day business this year, and they expect 
good business almost momentarily. 
Mechanical specialties, and children’s 
vehicles are in demand at present and 
even seashore articles are receiving 
satisfactory interest. 

Window Glass.—Stocks with both 
manufacturers and jobbers are small, 


japanned striped 
$10 per doz. 
doz. net; 


Office of HARDWARE AGE, 
1505 Otis Bldg., 
Chicago, Aug. 17. 
\ JITH the approach of September 

' there is more interest in fall 
goods. Stove boards and stove pipe 
are active items for future shipment 
and more life is seen in sleds, skates, 
stoves and other winter and fall hard- 
ware. Present business is quiet, but no 
more so than should be expected at 
this season. The interest shown in fu- 
tures is a good sign and indicates that 
fall business may be very satisfactory. 

Employment conditions in Chicago 
are on the mend, according to statis- 
tics issued. Where there were 309 men 
for every 100 jobs there are now 273 
men. Of course this condition is not 
a complimentary one, but it shows a 
change for the better. There seems 
to be more demand for men in shops 
and factories, indicating that they are 
getting inquiries and orders in better 
volume. 

One traveler for a small tool concern 
has just completed a two weeks’ trip 
and says the feeling is much better 
and sales have picked up notably. An- 
other hardware salesman reports small 
orders, but considerably more numer- 
ous than they were a few weeks ago. 

Of price changes there are but a 
few this week. A typographical error 
caused a too high quotation in rope 
last week. Hose has again declined, 
and there is some slight change in paint 
material prices. 

There is nothing new in the building 
situation. Very little work is being 
started at this time. 

Some improvement in collections is 
noted in some centers. It seems that 
the farmer is a little better supplied 
with money since new crops have come 
in and he has also realized on some old 
grains which he has been holding. 

On the whole, the entire situation in 
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and it is reported that there is a pro- 
nounced shortage in 24 in. and 31 in. 
glass, especially of single thickness. 
The demand so far for window glass 
has been light, but as the fall ap- 
proaches the demand is increasing. 
Most orders call for immediate ship- 
ment showing light retail stocks. «a 
local jobber reports that if sash manu- 
facturers should increase their volume 
of business there will be a shortage and 
factories will have difficulty catching 
up quickly on deliveries. Reports in- 
dicate that the machine glass factories 
are running at about 22 to 25 per cent 
of production. Hand plants have all 
stopped, as no wage scale settlement 
could be made it is alleged with work- 
ers. Some authorities doubt the possi- 
bility of hand plants resuming opera- 
tions shortly, and there is a general 
apprehension that some plants will 
even be forced out of business by 
labor costs. Machines are operated at 
much lower cost, it is said. Latest 


prices are as follows: 
Prices to retailers, f.o.b. 
B single window glass, 


CHICAGO 


hardware seems more hopeful than it 
has at any time this year. 


New York: 
82 per cent dis- 


Automobile Accessories.—The sale 
of the accessory departments of hard- 
ware stores continues quite satisfac- 
tory. There is not the rush business 
of last summer, but there is good 
steady demand. Total sales are real 
good. Prices are rather firm, although 
there are slight adjustments on some 
items. Standard goods remain about 
the same in the quotations. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Reliable Jacks, No. 46, $3 each, $34 
per doz.; De Luxe long handled standard 
jacks, $6.25 each; No. 1 standard jacks, 
$2.15 each; Twin cylinder foot pumps, $1.25 
each; Simplex jacks, No. 36, $2.10 each; 
Stewart hand horns, $4 each; Weed chains, 
30 x 3% $5 per pair, with 25 per cent off in 
lots of one dozen pairs and 33% per cent 
off in lots of more than one dozen pairs; 
tid-O-Skid chains, $2 to $2.65 per pair; 
inner tubes, red 30 x 3%, $2.50 each; gray 
tubes, 30 x 3%, $2.05 each; Lyon bumpers, 
$10.25 each; Bethlehem s#ark plugs, in lots 
of 100, special type, 43c. each; Mica type, 
Bethlehem spark plugs, 74c. each: Stand- 
ard porcelain Bethlehem plugs, 55¢c. each: 
Hercules Giant plugs, 55c. to 60c. each: 
Hercules Junior plugs, 27c. to 35e. each: 
Hel-Fi standard plugs, 27c. to 35¢c. each; 
Hel-Fi tractor plugs, 83c. each. A, C. Cico 
plugs, 48c, each; Splitdorf plugs, 70c. to 
78c. each; United plugs, junior, 40c. each: 
Champion X plugs, 50c. each; Champion O 
plugs, 50c, each; Champion Heavy Duty 
plugs, 57c. each, 7 

Axes.—Quite good business is being 
done in axes and the interest in the 
item is expected to increase as the sea- 
son grows later. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Warranted quality single bitted un- 
handled axes, 3 Ibs. to 4 Ibs., $14.50 base; 
good quality black unhandled axes, same 
weight, $13.50 base; handled axes, $3 to $7 
extra, according to grade. 

Agricultural Tool Handles.—There 
is no change in price. With no great 
let-up in the demand the price is apt to 
remain quite steady. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Agricultural tool handles, 44% X plain, 
$3.50; X bent, $3.90: XX bent, $5.35; 
bent hay-forks strap and ferrule, $7; 
ghee fork handle strap and ferrule, 
aoZ 
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count. 

B double glass, 85 per cent discount. 

A double and single glass, 82 per cent. 

All of these discounts are from the stand- 
ard prevailing list price. 

P. S—The John J. Hildebrandt Co,, 
Inc., Logansport, Ind., fishing tackle, 
etc., announces that its 1922 price list, 
effective Sept. 1, 1921, shows a very 
marked reduction on the present prices 
of the entire line made by this com- 
pany. 

Wayne Oil & Tank and Pump Co, 
Fort Wayne, Ind., makes the announce- 
ment that during the past seven years 
the company has done more business 
than was done during the total of the 
previous 22 years of its existence. The 
company is at present operating full 
day and night shifts. 

Detroit White Lead Works, Detroit, 
Mich., have issued price list No. 63 for 
eastern prices effective Aug. 1, 1921. 
This covers a line of Rogers paints and 
varnishes, insecticides, disinfectants 
and coal tar products. The new list 
shows marked reductions of varying 
degrees and are subject to change with- 
out notice. 


Builders’ Hardware.—No material 
change in the situation can be noted. 
The season is advancing and little in- 
crease in new projects is noted, al- 
though there is more building permits 
issued now than a year ago, but the 
gains this month over last month are 
very slight. Prices show a fixedness 
after the recent declines. It is not ex- 
pected there will be any appreciable 
gain in business in Chicago this year. 

Cotton Gloves.—With the approach 
of husking demands sales show a little 
more life. Prices are considered very 
low. 

We quote from jobbers’ stocks, f.o.b. Chi- 


cago: 6 oz. knit wrist gloves, $1 doz.; 8 oz. 
$1.20; 10 oz., $1.45 


>. 

Chains.—Nothing above normal de- 
mands are noted and prices are with- 
out material revisions. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Proof coil chain, 1 in. base, $8.50 per 
100 Ibs.; American Weldless, Lock Link 
and Tenso chains, 50% off list. 

Cutlery.—Dealers are starting to 
place business for Christmas needs and 
the indications are that the sales will 
be heavy. There are no big stocks of 
cutlery—in fact, most retailers are 
down to the bone on cutlery. Jobbers 
are not over supplied. There will 
probably be enough goods to take care 
of the demand, but stocks are such 
that early orders are being advised. 
Razor cutlery is in very good demand. 
Strops are selling well. Silverware is 
soon to show a pick up in sales, it is 
thought. 


Cooking Utensils.—Sales of enamel 
ware are on the gain in some stores. 
This is no doubt due to the demand 
for price saving goods. Aluminum 
ware sells better when special sales 
efforts are put behind it. The demand 
without price inducement is dull. 


Eaves Trough and Conductor Pipe.— 
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Lack of brisk building demands has 
kept down the sale of this material all 
season, and there are no indications 
that there will be much of a gain in 
business. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 29 gage lap joint eaves trough, $4.75 
per 100 ft.; 29 gage, 2 in., corrugated con- 
ductor pipe, $4.80 per 100 ft.; 3 in. corru- 
gated conductor elbows, $1.55 per doz. 

Files.—Prices seem to have settled 
down to the present level. The sale is 
of a steady character and makes up a 
fair total. 

We quote from jobbers’ stocks, f.o.b. Chi- 
Nicholson files, 50-10 per cent off 
list: American files, 60-5 per cent off list; 
Disston files, 50-10 per cent off; Black 
Diamond, 50-5 per cent off. 

Flint Paper and Cloth—Quite active 
demand is noted for this item, although 
it should not be inferred that the sales 
are real heavy. No price fluctuation. 


We quote from jobbers’ stocks, f.0.b. Chi- 
cago: First quality flint paper, No. 0, $4.50 
per ream; first quality emery cloth, No. 0, 
$27 per ream. 


Fencing. — Farmers are giving 
thought to their fall fencing plans and 
sales should show some gain. There 
has been good business all season on 
lawn fencing. Prices are without re- 
cent change. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Lawn fencing single spacing, 36 in., 
$9.12; 42 in., $10.25; double space, 36 in., 
$12.54; 42 in., $13.78; Field fencing, 26 in., 
No. 18, top and bottom, 12 filling, $26.50%; 
2% in., No. 10, top and bottom, 6 filling, 
$33.88; 22 No. 10, top and bottom, 12 
filling, $30.34; No. 10, top and bottom, 6 
filling, 32 in., $39.42. 

Galvanized Ware.—Inquiry reaffirms 
the report printed in these columns last 
week. Dealers’ stocks are very low, 
indicated by their continued buying of 
one bundle at a time. One manufac- 
turer reports he is three weeks behind 
in orders. Indications are for a better 
sale of galvanized ware and the price 
situation seems firmer. 


_Glass.—There is no change in the 
situation. Sales drag and prices seem 
to hold up. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single strength A, all sizes, 81 per 
cent off; single strength B, all sizes, 81 
per cent off; double strength A, all sizes, 
83 per cent off: double strength B, all sizes, 
83 per cent off; putty in 100-lb. kits, $4.75; 


commercial putty, $4.10; glaziers’ points, 
Nos. 1, 2 and 3, one doz., c. 
Hatchets.—There is nothing above 


normal demand. Prices are without 
any change at this time. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Size 2 extra quality broad hatchets, 
$19 doz.; competitive grades, $13 doz.; war- 
ranted shingling hatchets, $14.25 doz.; 
competitive forged shingling hatchets, $9.75 
es. cast steel shingling hatchets, $6.50 
oz. 

Hammers.—Demand is fair on the 


better grades of hammers and really 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, Aug. 20, 1921. 


C ONFIDENCE appears to be stamped 
all over the hardware trade, both 
retail and wholesale. Wholesale houses 
are expecting business will increase 
from now until the holiday trade is 
over. They put little stress on much of 
the talk going the rounds of the hard 
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good on the less expensive numbers. 
Prices—just the same. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: o. 11% first quality nai] hammers, 
$13.50 per doz.; competitive forged nail 
hammers, $7.50 to $10 per doz.; cast steel 
hammers, $4 per doz. 

Hickory Handles.—Sales are holding 
up quite well. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 1 hickory axe handles, $4 doz.; 
No. 2, $2.50 doz.; finest selection second 
growth white hickory, $6 doz.; special 
white second growth hickory. $5 doz.; No. 
1 hatchet and hammer handles, 80c. doz.; 
second growth hickory hatchet and hammer 
handles, $1.40 doz. 

Hose.—New prices have brought: out 
some future business. Present season 
demands are waning. Reductions given 
here amount to about 1%%c. per ft. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: % in. molded reel hose, good quality, 
13l6c.; % in. 3 ply, good quality duck hose, 
13%c.: % in. 4 ply, good quality duck hose, 
l6c.; in. 5 ply multiple hose, 10%c. 

Lanterns.—Sales should soon show a 
real pick up. Very little future busi- 
ness has been placed and demand 
should soon be felt in volume at un- 
changed prices. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Monarch tin lanterns, hot blast, $9.50 
per doz.; No. 2 Dratz cold blast lanterns, 
$14.50 per doz.; with large founts, $16 per 
doz.; best tubular Janterns, $9.50 per doz.; 
competition lanterns, No, 6 tubular, $7.80 
per doz. 

Ice Skates.—Sales keep up to the 
good level which has been enjoyed for 
some weeks, and increases in business 
are looked for. The price reductions 
for the season have been made, it is 
said. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Men’s and boys’ key clamp rocker, 
best steel runners, bright finish, 91c. per 
pair; men’s and boys’ key clamp rocker, 
steel runners, nickel plated, $1.18 per pair; 
men’s and boys’ key clamp hockey, polished 
cast steel runners, $1.24 per pair; children’s 
extension, 55c. per pair; women’s and girls’ 
half key clamp rocker, $1.15 per pair; 
women’s and girls’ half key hockey, $1.61 
per pair. 

Nuts and Bolts—Sales are of a 
steady character, with no particularly 
heavy demand and no current change 
in prices. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Large carriage bolts, 50-10 per cent 
off list; small carriage bolts, 50-10 per 
off; large size machine bolts, 50-10-5 per 
cent off list; small machine bolts, 60-5 per 
cent off list: all stove bolts, 75 per cent off 
list; all lag screws, 60 per cent off list. 

Nails.—There is quite good demand 
for nails and the price remains at the 


$3.50 base. 





% 


We quote from jobbers’ stocks. f.o.b. Chi- 
cago: Common wire nails, $3.50 per keg 
base. 


Roller Skates.—Fall demands should 
be felt now. There is no change in 


price this week. 
We quote from jobbers’ stocks, f.o.b. Chi- 


cago: Ball-bearing boys’ roller skates, $2.25 


BOSTON 


winter that is coming. On the other 
hand, they put a lot of stress on the 
fact that the average New England 
retail hardware dealer is carrying 
an unusually small stock. Every- 
body will not stop buying hardware, 
according to the wholesaler’s way of 
figuring. Somebody is going to need 
hardware and will buy it. When this 


happens, the retail dealer must replen- 
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pair, ball-bearing girls’ skates, $2.45 pair. 

Rope.—Through an error we quoted 
No. 2 manila rope about 2c. too high 
in the last report. The sales are fair. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Highest quality manila rope standard 
brands, 15%c. to 16%c. Ib. base; No. 2 
manila rope, 14%c. to 15%c. per Ib. base; 
highest quality sisal rope standard brands, 


12%c. to 14%c. lb. base; No. 2 sisal rope 
standard brands, 11%c. to 12%c. per Ib. 
ase, 


Sporting Goods.—New prices are out 
on football goods and show quite a 
reduction from the 1921 prices. Sales 
for this merchandise are gaining head- 
way and promise to be very good this 
season. The demand for fishing tackle 
is keeping up in good volume and the 
season for golf goods is not over with, 
judging by the sales. 

Stove Boards.—Some goods are be- 
ing shipped on orders priorly placed. 


Sales are showing some gains. Prices 
are unchanged. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Crystal wood lined square boards, 26 
in., $14.45 doz.; 28 in., $16.95 doz.; 30 in., 
$19 doz.; Crystal paper lined stove boards, 
square, 26 in., $8.15 doz.; 28 in., $9.10 doz.; 


30 in., $10.80 doz. 

Sash Cord.—There are no indications 
of a price change. No increase in 
sales. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Standard grades, No. 7 sash cord, 
$7.50 doz. hanks; No. 8, $8.65 doz. hanks. 

Screws.—Orders are a little better 
in volume and number. 

We quote from jobbers’ stocks, f.o.b 
cago: Flat head bright screws, 77%-2 





cent off list; round head blued, 

cent off list; flat head brass, 7: 

cent off list; round head brass, 7 

cent off list; japanned, 70-20 per cent off 
list. 


Tools.—Specifications are light, but 
quite good in number. 

Wheelbarrows.—Sales continue about 
the same, showing a lack of interest in 
the item. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wood tray barrows, $3 each: 
common steel tray barrows, $4.50 each 
steel leg garden barrows, $5.75 each 

Washing Machines.—Manufacturers 
who have just held a convention in 
Chicago says that sales are of quite 
good volume and that the prospects for 
a lively demand this fall are good. 
Prices are about the same, but show a 
slight tendency to moderately decline. 

Wire Goods.— Quite satisfactory busi- 
ness is being enjoyed in the wire 
goods department of the largest whole- 
saler. Prices are unchanged. 


We quote from jobbers’ stocks, f.o.b. Chi 


eago: No. 8 black annealed wire, $3.25 per 
100 Ibs.; galvanized barbed wire, $4.15 per 
100 Ibs.; 12-mesh black painted wire clot! 


$2.50 per 100 sq. ft.;: poultry netting. 40-1° 


per cent off; galvanized after weaving, 4° 
per cent off; catch weight spool galvanized 
cattle wire. $4.15 per 190 Ibs.: 80 rd. spool 
galvanized hog wire, $3.60 per spool; No. 
8 galvanized plain wire, $3.75 per 100 lbs 











ish stocks. Many of the salesmen asso- 
ciated with the wholesale houses have 
returned from vacations and have been 
on the road since last Monday. Their 
efforts have been successful so far, if 
the steady increase in daily orders re- 
ceived here is any indication. 
Substantial business results are not 
anticipated for another fortnight or so, 
however. The general public will not 
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have returned from its vacation until 
after Labor Day. It is believed that 
this general public will then find a lot 
of things needing repairing, painting, 
replenishing or adjusting, calling for 
the use of hardware and merchandise 
handled by the hardware trade. The 
feeling is growing in hardware circles 
that people realize the hardware manu- 
facturing industry has passed through 
a period of readjustment and that 
prices in a great many instances are 
down to about as low a level as can be 
expected, this year, at least. If such 
should prove the case, it is a foregone 
conclusion people, who have been hold- 
ing back week after week, will come 
forward and purchase needed articles. 

Common talk in wholesale hardware 
circles is that we have entered a period 
of keen competition that eventually will 
reach down into the retail establish- 
ment. Salesmanship, it is claimed, will 
count for more than it has in several 
years. The war and its attending dis- 
regard for values and quality of work- 
manship in merchandise, has passed. 
It will be the fellow who plugs, and 
continues to plug day after day, using 
his best selling points, who will im- 
prove the looks of that year-end bal- 
ance sheet. The retail dealer, according 
to the wholesaler, must pay more at- 
tention to window displays, to interior 
arrangement of stores, to the selection 
of clerks who can get results, to credits, 
and, in fact, all details that go to make 
up his business. 

Ammunition. — Ammunition of all 
kinds, but particularly loaded and: me- 
tallic shells, is beginning to move out 
of local stocks. Wholesale hardware 
houses say they would not be surprised 
if sales this season were larger than 
they have been before in years. They 
base such talk on the fact that during 
the past few years everybody was 60 
busy few had opportunity to hunt. This 
year the situation will ‘be quite differ- 
ent. Many business men unquestion- 
ably are counting on getting out into 
the woods this fall or into a shore hunt- 
ing box. It is also believed even com- 
mon labor out of employment, in a large 
number of cases, will invest in ammuni- 
tion, for in hunting it will not only find 
amusement, but a means of reducing 
the cost of living as well. 

We quote from jobbers’ stocks: Metallic 
ammunition, 18 per cent discount, f.o.b. 
Boston. Loaded shells, 15 and 1% per cent 
discount, f.0.b. Boston. Drop shot, smaller 
than B, $2.10 per bag; B and larger, $2.35 
per bag; air rifle shot, in tubes, $4.04 per 
case; Boy Scout shot, in tubes, $4.10 per 
case. 

Axes.— The volume of _ business 
booked from day to day has not mate- 
rially increased. There still appears to 
be a considerable quantity of stock, 
originally owned by the Government, 
offered at comparatively attractive 
prices. Many of the retail dealers, for 
various reasons, are not particularly 
anxious to handle such stock, yet the 
disparity of prices quoted in the open 
market has a tendency to curb the size 
of orders placed for regular goods. In 
other words, the retail dealer in this 
section of the country continues to hold 
back in anticipation of lower prices and 


naturally will not anticipate require- 
ments. Instead, he is ordering for im- 
mediate wants only. 


We quote from jobbers’ stocks: Single 
bit axes, standard, $15 per dozen base; 
double bit axes, $19 per dozen base, with- 
out handles. 


Bicycle Accessories.—Local wholesale 
quotations on bicycle bells have been 
marked down all of 15 per cent, and 
those on horns 10 per cent, following 
similar cuts in prices named by one of 
the leading manufacturers of acces- 
sories. 

Bits.—One of the prominent Connecti- 
cut manufacturers of expansive bits 
and augers is out with a new list show- 
ing an average reduction in prices of 
about 10 per cent. Inasmuch as prac- 
tically all of the jobbers here carry this 
line, the general wholesale market is 
fully that much lower. 

Bolts and Nuts.—Although the daily 
volume of sales shows little if any im- 
provement, sentiment among houses 
carrying bolts and nuts appears more 
cheerful than heretofore. This improve- 
ment is based on the attitude of con- 
sumers regarding going quotations. 
Consumers, in a majority of instances, 
while not ready to place business in an- 
ticipation of wants, are of the opinion 
prices are about as low as they will be 
in 192i, at least. With the general 
state of mind such, it is only a ques- 
tion of time when buying will increase, 
according to the hardware jobber. Talk 
of prices being about as low as they 
will be, appears justified in some in- 
stances, at least. Take, for instance, 
stove bolts. The following figures, giv- 
ing the changes in discounts to large 
consumers over a period of years, are 
well worth studying: 


Co) ee re ie ee er 70 
80 and 10 65 

ee CE eee 60 

7Oand 5 55 

70 50 

ra oat ers 65 50 and 10 
60 60 

a Be ae 65 


70 and 10 


List prices have not changed in the 
years given above, consequently it will 
be seen that the cost of stove bolts to 
the large consumer is but 10 per cent 
higher than it was in 1916. When the 
increase in the cost of doing business 
to-day, as compared with 1916, is con- 
sidered, little fault can be found with 
stove bolt prices. 

We quote from jobbers’ stocks; Mach'ne 
bolts with H P nuts, % x 4-in., smaller 
and shorter cut threads, 60 per cent dis- 
count; larger and longer. 50, 10 and 5 per 
cent discount; with C T D nuts, 50 per cent 
discount; tap bolts, 10 per cent discount; 
common carriage bolts, small, 50 and 10 
per cent discount; large, 50 and 5 per cent 
discount; stove bolts, 75 per cent discount; 
bolt ends, 50, 10 and 5 per cent discount; 
tire bolts, 60 per cent discount. 

Nuts, H_ P square, blanks, $2.50 per 100 
Ib.; tapped, $2.25; C P C and T square, 
blank, $2.50; tapped, $2; semi-finished hexa- 
gon nuts 9/16-in. and smaller, 75 per cent 
discount; larger, 70 per cent discount; fin- 
ished case hardened nuts, 60 and 10 per 
cent discount; machine screws, nuts, iron, 
list; machine screws, nuts, brass, 25 per 
cent discount. 


Brushes.—Following a reduction in 
prices named by the leading manufac- 
turers, the local market on_ paint 
brushes is softer. 


Carpet Sweepers.—A few of the job- 
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bing houses report larger sales of car- 
pet sweepers this month than was the 
case during the whole of July. They 
add, however, that business could be 
much better. The vacuum sweeper has 
made large inroads on yearly sales of 
carpet sweepers the past few years, 
and for that reason the reported in- 
crease in the latter is significant. 


We quote from jobbers’ stocks: Ameri- 
can Queen, ball bearing, $54 per doz.; Uni- 
versal, cyco bearing, japanned, $42; nick- 
eled, $46; Grand Rapids, ball bearing, 
japanned, $44; nickeled, $48; standard, ball 
bearing, japanned, $40. 


Coaster Wagons. — Scattered orders 
for coaster wagons are beginning to 
crop up and it is believed in wholesale 
circles these are the forerunner of nor- 
mal sales. The local market appears 
well stocked with this class of merchan- 
dise and prompt shipments can be had. 


We quote from jobbers’ stocks: 331 per 
cent discount; from manufacturers’ stocks, 
in full crates, 40 per cent discount. 


Cutlery.—Not all of the pocket knife 
manufacturers are kicking about busi- 
ness. One of the largest Connecticut 
manufacturers reports receiving splen- 
did co-operation from a very large num- 
ber of leading hardware jobbers 
throughout the United States, including 
some in New England outside Boston. 
During the past four weeks upward of 
2000 retail dealers have given this com- 
pany their pocket knife orders for im- 
mediate shipment through jobbing dis- 
tributors, and during this period the 
company ‘booked orders in every State 
and territory in the Union, Nevada 
alone excepted. Its cutlery works is 
operating full time at capacity and at 
the present is employing a larger num- 
ber of cutlers and skilled cutlery work- 
ers than have ever before been em- 
ployed by a manufacturer of American 
pocket knives. With its average daily 
orders in excess of production this com- 
pany is firmly maintaining prices. 

Electrical Goods. — Some time ago 
certain of the local jobbing houses ex- 
pressed apprehension regarding the out- 
look for electrical goods business. De- 
velopments recently have changed sen- 
timent, however. It appears that dur- 
ing the past fortnight or so, when a 
very large percentage of the wholesale 
salesmen were off the road and on va- 
cations, orders for electrical goods 
came in to local firms direct from the 
retail trade. This condition of business 
is construed as a sure indication of re- 
tail dealers enjoying a call for this class 
of merchandise. Coming, as these or- 
ders have, at this season of the year, 
the outlook for regular fall business 
appears unusually good. 


We quote from jobbers’ stocks: 

Irons.—Hot point, 20 per cent discount; 
Damanco, $4.25 net, each; Sheldon, $3.20 
net, each; Universal, nickel plated, No. 
901, $7.50 each; No. 902, $6.75; No. 905, 
$6.75; No. 708, $8.75; No. 9021, $6.50; No 
9023, $6.25; No. 9051, $8. Discount, 30 per 
cent; 12 pieces or more, 30-5 per cent; 24 
pieces or more, 30-74% per cent 

Heaters.—Hot point, 30 per cent discount; 
Universal, No. 9952, sunburst type, $11.50 
list; discount, 30 per cent. : 

Percolators.—Coffee, Universal, No. 9166, 
nickel, $22.50; copper, $24; silver, $26.90 
each; No. 9169, nickel, $25; copper, $26.50. 
silver, $29. Discounts, 30 per cent; 12 
pieces or more 30-5; 24 pieces or more 
30-7% per cent, 

Toasters.—Universal, nickel, No. ‘i, 
$7.50 each; No. 946, $6.75. Discounts same 
as on other goods. Reverso, $5.75, net, 
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each; Star, $3.76, net, each. 
Grills.—Universal, nickel, 
each; No. 982, $11.50. 
on other goods. 

Heat Pads.—Universal, nickel, 
$10.75 each. Discounts same 


No. 984, $12.50 
Discounts same as 


No. 9940, 
as on other 


8. 

Curling lrons.—Universal, nickel, 
9901, $6.25 each; No. 99011, $6.75. 
counts same as on other goods. 
Ranges.—Two burners, with quill 
even, No. 9688, $31.50. Discount, 30 
cent. 


Files—Early in the week the manu- 
facturers notified the jobbing trade of 
areduction of 10 per cent in quotations 
on files. Local market prices have 
dropped as much. According to com- 
mon talk here, the manufacturers have 
given the consumer the benefit of lower 
production costs. 


We quote from jobbers’ stocks: Files, 
Nicho!son and Black Diamond, 50 and 10 
per cent discount; Great Western, Arcade, 
American, 65 and 5 per cent discount: 
wiss, list net; Chelsea hand cut, list plus 
® per cent. Rasjs—Heller, 75 per cent 
discount; Superior, 75 and 10 per cent dis- 
count. 


Fire Extinguishers.— Many retail 
hardware dealers in this section of the 
country have been pushing fire extin- 
guishers harder than usual. Quite a 
few firms report increased sales. Busi- 
ness, they say, has been largely con- 
fined to owners of automobiles or own- 
ers of summer camps. Newspapers 
have been filled of late with reports of 
wood fires, which has reminded sum- 
mer camp owners that a few fire ex- 
tinguishers are handy things to have 
around during dry spells. 

We quote from jobbers’ stocks: 
fire extinguivhers be each; in lots of six or 


more, $7.50 each. La France. size 1, $7.50 
each; size 2, $9; size 3, $10. 


Galvanized Ware.--While it is a lit- 
tle early for the regular fall buying 
movement of galvanized ware to set in, 
an increase in the movement of coal 
hods, ash cans and garbage cans is 
noted. Prices for galvanized ware have 
not changed for some time now, and 
possibly a portion of the retail hard- 
ware trade has made up its mind that 
the market is on or about on the bottom. 
The increased buying noted above cer- 
tainly is the most encouraging sign 
shown in this branch of the hardware 
business in months. 


We quote from jobbers’ stocks: 
Ash Cans.—Galvanized, with three stays, 
$5 each; Sexton cans, $3.50 


No. 
Dis- 


and 
per 


Pyrene 


Hods.—Japanned, with wood new 


10-qt., 
heavier 
to the 


— 15-in., $3. 90 per doz.; 16-in., $4.24; 17- 
$4.64; galvanized, with wood handles, 
in, $5.40; 16-in., $5.95; 17-in., $6.40; 18- 
6.90 
Pails. > Bight: -qt., $2.35 per doz.; 
$2.66; 12-qt., $2.93; 14-qt., $3.29; 
oe ip. to the doz., $4.28; 50 Ib. 
o.0¥,. 

Tubs.—Galvanized, No. 200, $12.35 per 
doz.; No. 300, $13.78. 
Garbage Cans.—Galvanized, No. 1, $1.68 
per doz.; No. 2, $1.48; No. 4, $1.08. 
Golf Clubs.—Certain makes of golf 
clubs have been reduced approximately 
10 per cent. Sales of clubs, according 
to those retail dealers making a spe- 
cialty of sporting goods, have been re- 
markably good, and there is nothing 
which indicates they will not continue 
so. As a matter of fact, the general 
public appears to be showing more in- 
terest in golf than ever before, and 
while there is little likelihood of its suc- 
ceeding baseball as the national sport, 
more and more people will play the 
game each year. Certain retail hard- 
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ware dealers evidently are convinced 
that such will be the case, or at least 
the enthusiasm with which they are go- 
ing into the golf and general sporting 
goods business would indicate so. 


Hammers.—The average local hard- 
ware jobber has by this time readjusted 
prices on heavy hammers to correspond 
with a reduction recently made by the 
producers. Some confusion has arisen 
in the minds of certain retail dealers 
regarding prices on nail hammers. As 
far as we have been able to ascertain, 
no change in nail hammer prices was 
made at the time the recent heavy ham- 
mer reduction was announced. 


We quote from jobbers’ 
mers, striking and sledge, 
per cent discount; 5 lb. 
10 per cent discount. 


Hot Water Bottles—While the vol- 
ume of sales continues small, interest in 
metallic hot water bottles is reviving, 
according to salesmen out on the road. 
They report retail dealers as sounding 
out the market on prices and deliv- 
eries. 

Ww e quote from ey stocks: 
No. $3 each list; No. $4.50; 
3314 ‘per cent; Cello Peston 


each net; Genuine, No. 200, 
$2.45; No. 300, $3.50. 


Machinists’ Tools.— Two important 
New England manufacturers of machin- 
ists’ small tools are out with new dis- 
count sheets showing a_ reduction 
amounting to 10 per cent, which leaves 
a net result of only 10 per cent as con- 
trasted with the 1915 cost to the con- 
sumer. That is, prices to the consumer 
to-day are only 10 per cent higher than 
they were in 1915, allowing for the ad- 
vance in list prices of manufacturers 
made in July, 1919. In view of the ad- 
vance in manufacturing costs and over- 
head charges from 1915 to 1921, to say 
nothing of the shrinkage in manufac- 
turers’ raw material inventories since 
1920, the consumer is little justified in 
finding fault with to-day’s small tool 
prices. 


stocks: Ham- 
under 5 lb., 60 
and over, 60 and 


Palco, 
discount, 
3-pt., 

2.10; No. 


Paints. — Complying with similar re- 
ductions recently made by the produc- 
ers of mixed paints, the wholesale hard- 
ware firms here have reduced their 
quotations all of 50c. per gallon. 

Picks and Mattocks.—It will be re- 
called that last week mention was made 
in manufacturers’ prices on picks. mat- 
tocks, wedges, etc., had been reduced, 
but that jobbing quotations had not 
been reduced. That was because prac- 
tically everybody in charge of jobbing 
quotation sheets was away on vacation. 
Local prices were adjusted this week, 
as follows: 

We quote from jobbers’ stocks: 
tractors’ picks, 40 per cent discount; rail- 
road picks and mattocks, 40 and 10 per 


cent discount for the best grades in both 
instances. 


Tarred Paper.—The market on tarred 
paper has weakened about $5 per ton. 
Prices still take a wide range due to the 
large number of brands offered. 

Toys.—The A. C. Gilbert Co., New 
Haven, Conn., is out with a new price 
list which shows a slight reduction on 
a few of the things manufactured by 
that company. Jobbers have been given 
to understand that this list will stand 
for the balance of 1921. A good busi- 


Con- 
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ness in toys is anticipated this season, 
although at the moment orders are com- 
ing in slowly. So many of the retail 
hardware dealers are featuring toys 
during the Christmas holidays this class 
of merchandise has become quite a fac- 
tor in the trade. 

We quote fr bbe 

Erectera.—_Ne jo ) ‘rs’ 
No. 1, $1.05; No. 2, 
$7; No. 7, $10; N : 

Wireless Sets.—No. 4004, 93.85 each. 

uote Outfits.—No. 7001, 67e. 

7002, 9. 67 

wy Be —Hydraulic 
engineering, No. 6502, $7 
perimenting, No 6510, 
phone, No. 3507, $3.63. 

Mineralogy.—No. 6550, $5.25. 

Motors.—No. P-52 (2 terminal batteries), 
$1 each; No. P-54 (reverse motors), $1.83; 
No. P-58 (4 termina! batteries), $1.58; No. 
P-60-C (transformer). $4.55. 

Traps.—Usually at this time of the 
year the hardware jobber is beginning 
to secure orders for traps. This year 
orders have come in slowly so far. 
Business conditions are attributed to 
the fact that the slump in fur prices 
last season checked public buying of 
traps, consequently the retail trade was 
left with a considerable stock on hand. 
Prices are reported as firm and noth- 
ing has been learned here that would 
indicate any change this season. 

We quote from 
with chains, No. 0, 
114, 93.05; No. 2, 

60. 


$8 

Jump Traps, with chain, 
No. 1, $2.75; No. 1%, $4.12: 
No. 3, $8.87 

Blake Traps, with 
No. a $2.50; No 
No. 3, $7.50; No. 4, : 

Sash Cord.—Possibly because the 
raw cotton market has been stronger 
of late, or possibly because some of 
the manufacturers of sash cord recently 
advanced their prices, there is a better 
demand. In one instance a jobber re- 
ports selling more sash cord during the 
past week than he did during the pre- 
vious three weeks and largely the bet- 
ter grades. Jobbers have not marked 
up prices. 

We quote from jobbers’ stocks: Sash 
cord, Acme, in dozen lots, No. 6, 37ec. per 
Ib.; No. 7, 35c.; Nos. 8, 9, 10 and 12, 33c.; 
cheaper grades, No. 7, 3ic.; No. 8, 30c.; 
Samson, spot, No, 7, 57c.; No. 8 and larger, 
56c. 

Screws.—Reference already has been 
made under Bolts and Nuts to the cost 
of stove bolts to the large consumer. 
The following figures, giving discounts 
to large consumers of hexagon cap 
screws, are equally interesting because 
they show the cost to the consumer is 
much nearer the 1915 cost than gener- 
ally supposed. Manufacturers’ list 
prices have not changed since 1915. 
1915 70 and 10 1920 ; oe 
TOG a an can 50 Net 

40and 5 20 
are 45 33% 

1921 50 

50 and 10 

60 

In other words, the cost to the con- 
sumer in this particular case is much 
nearer the 1915 level than is the cost 
to the consumer of the cap screw user’s 
product. Criticism of to-day’s cap 
screw prices is not justified, in view of 
the above figures and manufacturing 
Prices on many other kinds of 
screws are nearer pre-war levels than 
consumers profess to realize. 

We quote from jobbers’ list 

Wood screws.—Iron, bright, 
cent discount, round and oval, 


stocks: 


> No. 3, 


each; 


and pneumatic 
each. feat ex- 
$17.50. Separate 


Jobbe rs’ stocks; Victor, 
$1.71: No. 1, $2.01; No 
$4 1: No. 3, $7.15; No. 4, 


No. , $2.37; 
No. 2, $6.50; 
$2.18; 
$5.62; 


No. 


chains 
3.75 No 


costs. 


flat, 77% per 
75 per cent, 
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fillister, 75 per cent; blued, flat, add 5 per 
cent, 77% per cent discount, round, 75 per 
cent; japanned, flat, 70 per cent discount, 
round, 674% per cent; tinned, flat, 62% per 
cent discount, round, 60 per cent; gal- 
vanized, flat, 62%4 per cent discount, round, 
60 per cent; coppered, flat, 72% per cent 
discount, round, 70 per cent; bronze plated. 
round and flat; nickel plated, round and 
flat; silver plated, round and flat and brass 
plated, round and flat, all 65 per cent dis- 
count, 

Wood screws.—Brass, bright, flat, 72% 
per cent discount; round and oval, 70 per 
cent. Nickel plated, flat, 65 per cent dis- 
count; round, 65 per cent discount. : 

Wood = screws.—Bronze_ metal, _ plain, 
round, 67% per cent discount; round and 
oval, 65 per cent. 

Machine screws, etc.—Coach screws, 50 


and 10 per cent discount; set screws, in- 
cluding headless, 60 and 10 per cent dis- 
count; cap screws, square and hexagon, 60 
per cent discount; fiillister, 40 and 10 per 
cent discount; flat, 30 per cent discount; 
button head, 20 per cent discount; lag 
screws, 50 per cent discount; iron machine 
screws, flat and round head, 50 per cent 
discount; fillister, 45 per cent discount; 


flat and round head brass, 40 per cent dis- 
count; fillister, 35 per cent discount. 


Shovels.—The local market for steel 


Office of HARDWARE AGE, 
1002 Park Building, 
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“N the past week there have been 
real tangible signs of an upward 
turn in the steel trade, this being an 
improved demand for pig iron, and also 
sales of a considerable tonnage in va- 
rious melting centers larger than have 
been made for some months. The im- 
mediate effect of these sales was an 
advance of 50c. to $2 per ton made in 
foundry irons by some furnaces. These 
events show clearly how sensitive the 
market is, and also show clearly that 
prices of pig iron are below actual cost 
of making it, even to the best-equipped 
furnaces. For some time past basic 
pig iron, from which 75 per cent or 
more semi-finished steel in the form of 
billets, slabs and sheet bars is made, 
has been selling at $18 per ton, Valley 
furnace, and some resale basic pig iron 
has gone out at a less price. Following 
the sales of foundry iron and the ad- 
vances in prices made by some fur- 
naces, the Brier Hill Steel Co., which 
has two blast furnaces at Youngstown, 
Ohio, put up its price on basic iron 
from $18 to $20 per ton, and states that 
it will not sell any iron at less than 
the latter figure. Now that some actual 
betterment is coming in the basic ma- 
terial, pig iron, it is not unreasonable 
to expect that before long there will 
be betterment in semi-finished and fin- 
ished steel products. For many months 
the output of pig iron and steel, also 
finished products, has been less than 
actual consumption, and this has led 
to a heavy reduction in stocks, which 
in many lines are lighter now than for 
years. In fact, stocks of some large 
jobbers and consumers are at such a 
low point that they will be compelled 
to buy more freely whether they be- 
lieve or not that prices may go lower. 
In the hardware trade, general con- 
ditions this month are better than in 
July, which was the slowest month in 
volume of sales this year. August is 
showing betterment, there being more 
orders, but these are small, and repre- 
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snow shovels is stronger, prices being 
approximately $1.25 per dozen higher 
than quoted at the extreme low level. 
Manufacturers, in a semi-official way, 
have notified the jobbers here of an im- 
pending reduction amounting to per- 
haps 10 per cent in prices. It is also 
intimated that prices on Ames shovels 
will be somewhat lower within the im- 
mediate future. 


Wheel Toys.—Little if any improve- 


ment is noted in forward bookings for 
wheel toys, according to the jobbers. 
Distributors are by no means discour- 
aged over business conditions, however, 
feeling, as they do, that buying simply 
has been delayed in expectation of 
lower prices. They also feel the chances 
of prices being lowered are not par- 
ticularly bright and that this fact is 
slowly impressing itself in retail 
circles. 
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sent largely actual needs of customers 
who are yet not inclined to buy ahead. 
On some lines of goods, where prices 
are guaranteed against a decline over 
the remainder of this year, orders are 
fairly good, but on other lines, where 
the jobber or retailer has to take the 
risk of a decline in prices, orders are 
relatively small, The vacation period 
is rapidly nearing its end, and early 
in September it is believed there will 
be a material increase in volume in 
the hardware business, but an upward 
turn in prices is not expected for some 
time. On some lines, such as ice-cream 
freezers, refrigerators, lawn mowers 
and some other goods, prices for next 
year will probably be lower than this 
year. 

Automobile Accessories.—Local job- 
bers quote general accessories as fol- 
lows: 

Reliance jacks, No. 1, $2.33; No. 2, $3.33 
in lots of 12; A. C. Titan spark plugs, 65c. 
in lots up to 10, and 58c. in lots of from 
10 to 100; Derf spark plugs, 96c. each for 
all sizes, in lots less than 50; Champion X, 
50c. each for less than 100, and 48c, each 
for over 100; Champion regular, 58c. each 


for less than 100, all sizes, and 56c. each 
for over 100. 


Bolts and Nuts.—Conditions in the 
market for these goods are still very 
quiet, and in the Pittsburgh district 
several makers have practically closed 
down their plants, preferring to do this 
rather than to operate at present high 
costs, which are above the market 
prices. There is more or less cutting 
in the recognized prices on nuts and 
bolts, and orders being placed are only 
for small lots and to cover actual needs. 


Jobbers quote: Large machine bolts, 55 
and 10 per cent off list; small machine 
bolts, cut thread, 55 and 10 per cent off 
list; rolled thread, 60 and 10 per cent off 


list; carriage bolts, large and small, cut 
thread, 50 and 10 per cent off list; rolled 
thread, 55 and 10 per cent off list; hot 
pressed nuts, tapped, $3.15 off list; blank, 
$3.40 off list; semi-finished nuts, small, 
80 per cent off list; large, 70 and 10 per 
cent off list. 

Builders’ Hardware.— Jobbers and 
retailers report demand as being quite 
good in certain sections, and very quiet 
in others. In addition to the several 
recent reductions in prices on_ all 


grades of builders’ hardware, there 
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We quote from jobbers’ stocks: 

Kiddie Karg.—No. 1, $1 each; No. 2 
$1.50; No. 3, $2; No. 4, $2.34; No. 5, $2.67 
Trailers, $1 each. In one gross lots or 
more an additional discount of 10 per cent 
is allowed. 

Specials.—Rubber tired, No. 101, 91.34 
each; No. 102, $2; No. 103, $2.50; No. 104, 
$3; No. 105, $3.34. 

piny oe ete Lady, rubber tired, 
No. 301, $2 each; No. 302, $2.67; No. 303, 
$3.34; No. 304, $4. 


Wrenches.—Local quotations on agri- 
cultural wrenches have been reduced to 
correspond with new lists put out by 
producers within the past fortnight 
or so, As compared with past years, 
comparatively few agricultura)} 
wrenches are sold on this market, con- 
sequently the new prices have not at- 
tracted a great deal of attention. 


We quote from jobbers’ stocks: Stillson, 
55 and 5 per cent discount. Trimo pipe 
wrenches and parts, new list, 55 and 5 per 
cent discount; Coes wrenches, 3314 per cent 
discount; drop forged wrenches, 30 per 
cent discount; agricultural wrenches, 50 
and 10 per cent discount. 





have been some further slight reduc- 
tions on ordinary inside mortise lock 
sets, plated on steel, which are now 
being sold by jobbers at $7.75 to $8 
per doz. These prices are still some- 
what higher than pre-war prices, but 
are low when based on present costs 
of manufacture. 

Compression Bibs.—There has been 
a reduction in prices on these goods, 
and they are now being sold at 65-5 
per cent off by the jobbing trade to 
dealers, this being a reduction of about 
15 per cent. 

Conductor Pipe.—There has been a 
reduction of 5 per cent in price on all 
lines of conductor pipe, and the demand 
is reported to be slightly better. In 
the Central territory, jobbers are now 
quoting about as follows: 


Conductor pipe, crated and nested, 72% 
per cent off; Conductor pipe, crated and 
not nested, 69 per cent off; Ridge Roll 
crated, 79 per cent off; Ridge Roll, bundled, 
81 per cent off; Roll Valley, bundled, 69% 


per cent off; Formed Valley, crated, 66 
per cent off; Box and Roof gutter, 79-1 
per cent off. An advance of 10 per cent 


is charged over the above prices for less 
than 500 feet. 


Coaster Wagons.—The Auto Coaster 
Co., Buffalo, N. Y., and the Lewis Gear 
Mfg. Co., Ypsilanti, Mich., have an- 
nounced a reduction of 10 per cent in 
price on their full lines of coaster 
wagons. 


Bicycles and Tires.—As yet makers 
have not announced their 1922 prices 
on bicycles, but this is looked for at 
any time. The makers are getting the 
ideas of their large trade as to what 
prices they think should be fixed for 
next year; that is, whether a radical 
cut should be made or not. Jobbers 
here believe that sales of bicycles, es- 
pecially boys’ and girls’ sizes, wil! be 
very much increased if lower prices are 
named. In bicycle tires the Continental 
Rubber Works, Erie, Pa., has announced 
a cut of 50c. per pair on all high-grade 
bicycle tires. Other makers wil! no 
doubt make the same reduction in 3 
short time, if they have not already 
done so. 


Clothes Wringers.—The Lovell ‘fg. 
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Co. Erie, Pa., has just announced a 
cut in prices of clothes wringers, this 
being the third reduction in prices of 
wringers made by the lead:ng makers 
jn the past ten months. Other makers 
will no doubt make a simila. reduction 
jn prices of their wringers. The Lovell 
Mfg. Co. states that no further reduc- 
tions in prices on wringers will be made 
this year. Jobbers now quoie Bicycle 
wringers No. 770, $55; Bicycle No. 771, 
$58.50; guaranteed wringers No. 790, 
$60, and No. 791, $64 per doz. It is 
believed that the lower prices will in- 
crease the demand for wringers con- 
siderably. 

Field Fence.—Very little is doing in 
this product, but later in the year some 
demand is looked for when the farmers 
have harvested their crops and have 
time to repair old fences and build 
new ones. Prices are holding firm. 

Jobbers quote fence f.o.b. Pittsburgh at 
67 per cent off list for carloads for mill 
shipment and 68 per cent off list for less 
than carloads, mill shipment. 

Enameled Ware.—Another cut has 
been made on some lines of enameled 
ware, prices still being weak. Jobbers 
now quote double coat, white and white, 
at 20 per cent off, white mottled 25 
per cent off and blue and gray 35 per 
cent off list to the small trade. 

Galvanized Ware.—Prices on_ this 
product are weak and the demand is not 
very active. Jobbers here look for fur- 
ther reductions in prices, and are not 


carrying any larger stocks than are 
necessary. 
Jobbers quote galvanized tubs with 


wringer attachment, No. 1, $7.50 per doz.; 

No. 2, $8.50 per doz.; No. 3, $10.50 per: doz. 
12-qt. pails, $2.65 per doz.; Red Band pails, 
$6.50 per doz. . 


Farming Tools.——Makers are expect- 
ed to announce this week their new 
prices on farming tools for 1922 and 
these are expected to be about 10 per 
cent lower than this year’s prices, 

Galvanized Hardware Cloth.—There 
has been-a reduction in prices on this 
product of about 10 per cent by some 
makers, and the new demand is report- 
ed as being rather quiet. 

Iron and Steel Bars.—Jobbers state 
they find that the mill price of 1.75c. 
on soft steel bars is being quite firmly 
held. Operations among the mills roll- 
ing both iron and steel bars are better 
than for some time. The mills con- 
tinue to fill most of their orders from 
stock, but it is said that mill stocks 
are pretty well depleted. 


Jobbers quote soft; steel bars from stock at 
2.10c. to 2.25¢c., and common iron bars at 
about 2.75c. to 3c. for fair sized lots. 


Iron and Steel Pipe.—Jobbers report 
the new demand is a little better, but 
no large inquiries for line pipe for gas 
or oil projects have been in the market 
for some time. Stocks held by the mills 
and jobbers are still quite heavy. Prices 
in the main, on small lots, are being 
quite firmly held. 

Discounts on full weight iron pipe in 
less than carload lots are as follows: 


Butt Weld Lap Weld 
Bk. Galv Bk. Galv. 
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The l. c. 1. price applies to all shippments 
from stock, regardless of quality. 


Discounts on steel boiler tubes in less 
than carload lots are now as follows: 1% 
in., 17% per cent. off list; 2-in., and 2%-in., 
32 per cent off list; 2% to 3-in., 43 per cent 


off list; 3% to 13 in., 48 per cent off list. 
For small lots from store, jobbers 
quote: 
Butt Weld Lap Weld 
Bk. Galv Bk. Galv. 
Mee oe 46% 21% ; 
% to %.... 49% 23 ‘4 
Ne 55% 10) ad 
eee 591% $5 me 
D 0 Rave shee 61%. 18 - nees 
Nga Sean eas fin 4914 3514 
2% to 6 5314 39% 
7 ERs we 471 32% 
Lawn Mowers.—No announcement 


has yet come from the makers as to 
prices on lawn mowers for the 1922 
season, but these are expected to be 
given out at any time. Jobbers have 
advised the makers from whom they 
buy their lawn mowers that prices for 
next year should be considerably lower 
than this year, and this is likely to be 
the case, but as yet no intimations have 
been given out as to how much prices 
may be reduced. 


Paints and Supplies.—The demand 
has fallen off very much in the last 
month or so, dealers stating that their 
trade in August will be very much 
less than last month. There has been 
no further change in prices, except 
slight reduction8 on a few lines of 
painters’ supplies, which are not im- 
portant. 


Jobbers are now quoting the smaller trade 
as follows: Ready mixed paint. $3.75 per 
gal.; standard grade linseed oil, 78e. per 
gal., and white lead, $1.25 per 100 Ib. 

Stucco 4-in. brushes remain at $4 each at 
retail; putty is down and is now quoted at 
$1.10 ‘for 12% Ib., $2 for 25 lb.; sandpaper 
remains at 30-10 pe r cent off list; prices on 
shellac are lower, the cheaper grades being 
quoted at $3 per gal.; medium grades, $3.50 
and the higher grades, $4.25 per gal. No 
changes were made in plate and window 
glass. 

Plate glass, less than 5 sq. ft., is 78 per 
cent off; over 5 sq. ft., 80 per cent off. 
Window glass, single strength, A and B, 
is 82 per cent off list; double strength, A, 
is 83 per cent off, and double strength, B. 
85 per cent off list. Standard grades of 
varnish, inside finish, are $3.15 per gal., 
and for outside finish, $4.20 per gal. 


Sheets.—Orders for sheets are stead- 
ily increasing, both from jobbers and 
consumers, but mainly from the auto- 
mobile builders, who are now taking 
in larger quantities of sheets to go 
into automobiles than for some months. 
The recognized mill prices are 2.40c. 
for blue annealed, 3c. for No. 28 black 
gage and 4c. for galvanized in large 
lots at mill, but these prices are some- 
times slightly shaded. However, the 
market on all grades of sheets is firmer 
than it has been for some time, and 
the mills are also operating to a larger 
rate of capacity. 


Jobbers are now quoting to their trade 


blue annealed sheets at 2.50c. to 2.75c.; No. 
28 gage black sheets at 3.40c. to 3.50c.. and 
No, 28 gage galvanized sheets at 4.40¢. to 


1.50c. from stock. 


Shovels. — Effective from Monday, 
Aug. 15, leading makers of shovels an- 


% %.. +8% 34% gate ane aes ‘ 
" we Pi rtd ae Se gi, nounced a reduction in prices of $3 per 
: ee 20% 12 24% ---- doz. Makers are now quoting first- 
1 to 1%.... 31% Y% 2 214 

7 to eee a1 ~" 35 td grade black shovels at $10.14; second 
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grade, $9.40; third grade, $8.75, and 
fourth grade, $7.90 per doz., a charge 
of $1 per doz. extra being made for 
polishing. The concerns that have re- 
duced shovels $3 per doz. are the Ames 
Shovel & Tool Corp., Boston; Pitts- 
burgh Shovel (o., Pittsburgh; Baldwin 
Tool Works, Parkersburg, W. Va.; 
Wood Shovel & Tool Co., Piqua, Ohio, 
and the Conneaut Shovel Co., Conneaut, 
Ohio. The shovel market has been dis- 
turbed to some extent by large offer- 
ings of shovels by the Government that 
were sent over to France during the 
war, but which were not used, It is 
claimed that the Government is now 
bringing over 10,000 doz. more of these 
shovels and that in all about 47,000 
doz. have been brought over and sold 
at prices ranging from $3 to $4 per 
doz. less than domestic makers are 
quoting the same grades of shovels. An 
interesting fact in connection with 
these shovels is that they are stamped 
U. S. E. D., meaning United States 
Engineering Department, and some of 
the trade have construed these letters 
to mean “used,” but such is not the 
case, as these shovels have never seen 
actual service. 


Saws.— There have been further 
slight reductions in prices on saws by 
some makers, and the demand is re- 
ported better than for some time. The 
Simonds Mfg. Co., Fitchburg, Mass., 
now quote Simonds No. 83 Plumbers’ 
Nest saws at $26.75 per doz.; No. 84, 
$15.90 per doz.; Simonds No. 28, Com- 
pass, 14-in., $6.05 per doz.; Simonds 
No. 65, Pruning, 16-in., $12.75 per doz.; 
Simonds No. 129, Curved Pruning, 14- 
in., $8.70 per doz. Local jobbers report 
that their trade is somewhat better 
than for considerable time. 


Wire Products.—Orders for wire and 
wire nails are more numerous than for 
some time, but are still for small lots 
only, neither jobbers nor retailers be- 
ing inclined to stock up, as they are not 
satisfied that prices have reached bot- 
tom. Orders for wire nails are better 
than for plain, galvanized and barbed 
wire, but the latter will come in better 
demand in the fall when farmers have 
time to build and repair fences. There 
is some talk of shading in prices on 
wire and wire nails, but these are not 
confirmed, lecal jobbers saying that 
when they place orders with the mills 
they find wire nails firm at $2.75 base, 
and bright basic and Bessemer wire at 
$2.50 base per 100 Ib., Pittsburgh. 


Jobbers quote from stock, to the re- 
tail trade, as follows: 


Wire nails, $3.10 base per keg: galvan- 
ized, 1 in. and longer, including large-head 
barbed roofing nails. taking an advance 
over this price of $1.25 and shorter than 1 
in.. $1.75: bright Bessemer and basic wire 
$2.75 per 100 Ib.; annealed fence wire, Nos 
6 to 9, $2.75 galv anized wire, $3.35; galvan 
ized barbed wire, $3.75: galvanized fence 
staples, $3.75: painted ‘barbed wire, $3.25 
polished fence staples, $3.15: cement-coated 
nails, per count keg, "$2 70: these prices 
being subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days 


net, less 2 per cent off for cash in 10 days 
Discounts on woven-wire fencing are 68 to 
70% per cent off list for carload lots, 67 to 


69% per cent for 1000-rod lots and 66 to 
68% per cent for small lots, 
burgh. 


f.o.b. Pitts- 








3725 Colfax Ave. So., 
Minneapolis, Minn. 


—— in so far as the retail 
hardware dealer is concerned is 
showing a little improvement and the 
prospects are getting brighter with the 
approach of the fall season, While a 
gradual improvement is expected from 
now until the holidays, no really large 
amount of business can be looked for 
under existing conditions. 

Paints, tools and builders’ hardware 
departments are doing a good business, 
with the builders’ hardware lines lead- 
ing in the Twin Cities. 

The Lufkin Rule Co. has announced 
reductions on its entire line. 

The Irwin Auger Bit Co. has an- 
nounced reductions of approximately 
18 per cent in its line of augers and 
bits. 

The Hudson Mfg. Co., Minneapolis, 
has advised that it is guaranteeing its 
prices on entire line of sprayers until 
May 1, 1922. 

The L. S. Starrett Co., Athol, Mass., 
has announced a reduction of about 10 
per cent in its entire line of machin- 
ists’ precision tools. 

Mathias Klein & Sons, Chicago, IIL, 
have announced that a new price sheet 
effective Sept. 1 will soon be issued. 

Price reductions of about 10 per cent 
on the entire line of builders’ hard- 
ware will soon be announced. Some of 
these prices have already been put in 
effect. 

Builders’ Hardware.—Sales of build- 
ers’ hardware are exceptionally good, 
especially in the Twin Cities, where 
more construction is going on than has 
been the case for several years. Up 
to the present most of this construc- 
tion has been of residences, but work is 
now being gotten under way on a large 
store building and a large bank build- 
ing. The number of building permits 
being taken out is holding its own with 
earlier in the season, and a very good 
fall and winter business in builders’ 
hardware can be expected. 

Axes.—It is too early in the fall sea- 
son for any retail sales to speak of, but 
dealers are getting their stock in shape 
for the usual fall trade. Prices remain 
as last quoted. 

We 
Single bit, 
weights. 

Brads.—Sales of brads continue of 
fair volume. Jobbers’ stocks are well 
assorted. Prices remain as last quoted. 


We quote from local jobbers’ stocks: 
jrads in bulk, 70-10 per cent; in packages, 
70 per cent. 

Bolts.—The demand for bolts con- 
tinues below normal, and sales are 
small in volume. Jobbers’ stocks are 
ample, and prices remain as _ last 
quoted. 

We quote from local jobbers’ stocks: 
Small carriage bolts, 50-10 per cent: large 
carriage bolts, 50 per cent; small machine 
bolts, 60-5 per cent; large machine bolts, 
55 per cent; stove bolts, 75 per cent; lag 
screws, 60 per cent. 


Eaves Trough Conductor Pipe and 
Elbows.—Sales of this line continue to 
be a very good volume with dealers 


jobbers’ stocks: 
bit, $19.59, base 


local 
double 


quote from 
$14.50; 
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who operate a tin shop in connection 
with their hardware business. There 
has been a further reduction in price 


since last report. 

We quote from local jobbers’ stocks: 
Eaves trough 28 gage, 5 in, lap joint, single 
bead, $4.50 per 100 feet; 3 inch conductor 
pipe, 28 gage, corrugated, $4.50 per hundred 
feet; elbows, 3 inch, corrugated, $1.63 per 
doz. 

Files.—The demand for files remains 
rather small and most of the sales are 
for the individual consumer. Jobbers’ 
stocks are in good conditions. Prices 
remain as last quoted. 


We quote from local jobbers’ 
Nicholson files, 50-10 per cent from 
Arcade, 60-10 per cent from list. 


Galvanized Ware.—Trade in galvan- 
ized ware remains of rather small vol- 
ume, in spite of heavy reductions since 
early spring prices. Jobbers and deal- 
ers are only carrying light stocks. 
Prices show no further change. 


We quote from local jobbers’ stocks: 
Standard No. 1 galv. tubs, $6.70 per doz.; 
No. 2 galv. tubs, $7.55 per doz.; No. 3, $8.80 
per doz.; heavy galvanized No. 1, $18.00 
per doz.; No. 2, $20.50 per doz.; No. 3, 
$22.80 per doz.; Standard 10 quart galv. 
pails, $2.35 per doz.; 12 quart, $2.60 per 
doz.; 14 quart, $2.90 per doz.; 16 quart 
heavy galvanized stock pails, $4.50 per 
doz.; 18 quart stock pails, $5.10. 

Glass and Putty.—The fall business 
in this line, which is the only good sea- 
son the retail dealer has, has not as 
yet opened up. Jobbers’ stocks are in 
good condition. Dealers should be 
checking up their fall requirements so 
that they can have stocks on hand. The 
fall demand usually comes suddenly 
with the first cold spell. Prices show 
no further reduction and none are ex- 
pected. 


We quote from local jobbers’ 
Single Strength, 80 per cent; double 
strength window glass, 82 per cent. Com- 
mercial putty in bladders, $4.10 per cwt. 


Ice Cream Freezers.—The weather in 
this territory for the past two weeks 
has been considerably cooler, which, 
together with the approach of the fall 
season, has caused sales of freezers to 
drop off to quite an extent. Jobbers’ 
stocks are in good condition and prices 
remain firm as last quoted. 


We quote from local jobbers’ stocks: 
White Mountain, 1 qt., $3.40; 2 qt., $4.00; 
3 at., $4.65; 4 qt., $5.80; 6 qt., $7.25: 8 qt., 
$9.50. Acme freezers, 2 qt., $11.50 per doz.; 
4 qt, $19.75 per doz. 


Lawn Mowers.—The demand for 
lawn mowers has practically stopped 
entirely due to the lateness of the sea- 
son, and very few sales can now be 
expected. Prices for immediate deliv- 
ery remain the same, but for shipment 
next season should show some decline. 

We quote from local jobbers’ stocks: 
Philadelphia lawn mowers, styles C, E 
and L, at 25 per cent from list. Riverside, 
ball-bearing, at $9.50 each. 

Nails.—Sales of nails remain very 
good in this immediate vicinity. Job- 
bers’ stocks are good. Prices show no 
further change. 

We quote from 
Standard wire nails, 
coated nails, $3.25 base. 

Paper.—Sales of building paper are 
very good and will no doubt continue 
so throughout the remainder of the 
building season. There has been a 


stocks: 
list; 


stocks: 


stocks: 
cement 


local jobbers’ 
$3.85 base; 
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slight reduction in the price of red 
rosin paper. 

We quote from local jobbers’ stocks: 
No. 2 tarred felt, $2.95; Threaded felt, $1.78; 
slaters felt, $1.39; No. 20 red rosin, 44 cents 
per roll; No. 25 red rosin, 57 cents; No. 30 
red rosin, 70 cents. 


Rope.—There is a slight improve. 
ment in the demand for rope, but sales 
as a whole are not up to what they 
should be. Stocks are good. Prices 
remain as last quoted. 

We quote from local jobbers’ stocks: 
Pure Manila rope, 17%4c. per lb. base; pure 
sisal rope, 14%c. per lb. base. 

Sandpaper.—There is a very satis- 
factory demand for sandpaper because 
of improvement in building conditions. 
Prices show no change since last re- 
port. 

We quote from local jobbers’ stocks: 
Best Grade No. 1 at $7.20 per ream: sec- 
ond grade No. 1 at $6.50 per ream; No, 1 
Garnet paper at $15 per ream. 

Sash Cord.—Sales of sash cord con- 
tinue of good volume and should con- 
tinue so until late fall. Jobbers’ stocks 
are ample. Prices show no further 
change since last report. 

We quote from local jobbers’ stocks: 
Silver Lake sash cord No. 8, 58 cents per 
lb.; ordinary braided sash cord No. 8, 33 
cents per Ib. 


Sash Weights.—The demand for sash 
weights continues to improve as more 
buildings are completed. Jobbers’ 
stocks are ample, and prices remain 
as last quoted. 

We quote from local jobbers’ stocks, $2.30 
per cwt. 

Screws.— The sales of screws re- 
main somewhat better than early in 
the season, but the total sales are not 
nearly up to normal for this season of 
the year. Jobbers’ stocks are ample. 
Prices show no further change. 

We quote from local jobbers’ stocks: 
Flat head bright screws, 80 per cent: R. H. 
blued screws, 75 per cent; flat head 
jJapanned screws, 70 per cent; F. H. brass 
screws, 721% per cent; R. H. brass screws, 
70 per cent. 

Solder.— Sales of solder continue 
very dull because of depression in man- 
ufacturing conditions. Some improve- 
ment is expected in sales in the early 
part of the winter season when there 
is some demand from radiator repair 
shops. Prices show no change. 


We quote from local jobbers’ stocks: 
Half and half solder, 22 cents per Ib. 


Steel Sheets.— No improvement is 
noted in the demand for steel sheets, 
consequently both jobbers and dealers 
sales are limited to very small lots. 
Prices show no change since last report. 

We quote from local jobbers’ stocks: 
28 gage black sheets, $4.50 per cwt.; 28 
gage galvanized sheets, $5.50 per cwt. 

Tin Plate.—Sales of tin plate with 
the possible exception of roofing tin, 
show no improvement. There has been 
quite a substantial reduction in prices 
since the last report. 

We quote from local jobbers’ stocks: 
Furnace Coke ICL, 20 x 28, $14.15; roofing 
tin, IC, 20 x 28, 8 Ib. coating, $14.50 per 
box. 

Washers.—In line with sales of bolts, 
there is practically no demand for 
washers. Prices show no _ further 
change since last report. 

_We quote from local jobbers’ stocks: 
% inch wrought steel, $6.45 per ewt.; 1 inch 
wrought steel, $6.00 per cwt. 
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